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VOICE of the TRADE 


NO two pairs of shoes are worn 
under conditions precisely alike. 
And so problems for clerks who 
fit shoes to feet and purposes. It 
may be, and it often is, that ex- 
terior conditions are precisely alike. 
The weather is the same. So are 
the sidewalks, or other tread sur- 
faces. 





But the interior conditions are 
different. The feet vary in contours 
and dimensions. They also vary in 
strides. Some are warm-blooded. 
Others are cold-blooded. Some per- 
spire freely. Others perspire scarce- 
ly at all. Some are sensitive to 
pain. Others don’t mind most any- 
thing short of the toes getting trod 
upon. And there are other differ- 
ences. 

Possibly, the larger study of 
means to fit more shoes right is to 
study the feet in more detail. No 
two pairs of feet are exactly alike. 
Nor are any two strides. A larger 
intelligence of these differences will 
help to get more shoes fitted right. 


* * * 


BBRUCE BARTON, author and 
advertising man, was elected U. S. 
Representative from the 17th Dis- 
trict, New York, on the platform 


of repealing a law every week and 
getting back to a simple, natural 
policy of legislation. He says: 

“Business has taught that honesty 
is the best policy, and millions of 
young men have been made better 
citizens by first being made better 
business men.” 

American business men are pay- 
ing today for fifty years of neglect 
and contempt of politics. He ad- 
vocated the election of 100 busi- 
ness men to Congress. 

“And of that 100, I could wish 
that half of them would be advertis- 
ing men. If the country is to be 
put back on a really sound basis 
we who are in business must be 
willing to sacrifice to a greater de- 





gree than we have done since the 
war. We must bring about a 
rapprochement between  govern- 
ment and business. We can do it 
by moving into government.” 


* * * 


HAIGH compliment was paid to 
the C. E. Williams Shoe Company 
of St. Louis and to C. E., himself, 
by Doctor Q. L. Drennan, osteo- 
pathic surgeon, in his address be- 
tore a meeting of the St. Louis 
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group of Osteopathic Surgeons, who 
met recently to view a two-part edu- 
cational film, entitled: “Our Amer- 
ican Feet,” produced and directed 
by Dr. Drennan. , 

Said Dr. Drennan: “Mr. Wil- 
liams conducts a shoe store where 
you can send your patients for 
shoes and know they will be fitted 


Ss 








properly and correctly. If they do 
not have the size to fit, the cus- 
tomer will not be sold a pair of 
shoes.” 

The film is excellently produced 
to show the evils to the feet, result- 
ing from improper fitting and the 
wearing of shoes made over lasts 
that were never intended for the 
type of feet on which they were 
worn. 

Dr. Drennan has made a deep re- 
search and study of the feet. Much 
of his experience and knowledge 
have been used in the preparation 
of this educational film. 


* * * 


HMAROLD C. KEITH, president of 
the George E. Keith Company, says: 

“I can see nothing alarming in 
the business picture. Despite re- 
cent happenings, the outlook for 
the future is good and our officials 
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are anticipating a successful sea- 
son.” 

Mr. Keith recently returned from 
a trip abroad and, at a meeting of 
his salesmen, gave a first-hand ac- 
count of conditions in Europe, fol- 
lowed by interesting comments on 
conditions as he finds them also in 
this country. 


* * * 


ULES LaBARTHE, JR., of the 
Mellon Institute says concerning 
Standards for Consumer Goods: 
“Standards for consumer goods 
do not mean a restriction of choice 
nor do they imply regimentation in 
style or material. They simply 
mean that a_ service-ability and 
use-satisfaction goal has been set, 
below which standardized or speci- 
fication-bought merchandise shall 


not fall: 


“1. The further development of an ex- 
tensive long-term program for the crea- 
tion of merchandise standards in staple 
and semi-staple goods. 

“2. The solicitation of the cooperation 
of national associations of manufacturers 
to assist in this program. 

“3. The development of a_ universal 
dictionary of terms to be used in retail- 
ing to describe merchandise. 

“4. The development of an extensive, 
practical program of informative labeling 
of merchandise to guide consumers. 

“5. The development of a constructive 
program of factual publicity which will 
go far toward eliminating misleading ad- 
vertising. 

“6. A program of valid certification ” 


~ * * 
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MARS. S. E. KELLEY, who man- 
ages her brother’s shoe store in 
Fullerton, California (Victor A. 
Eimers’ Economy Shoe Store), 
says: 

“There are certain classes of peo- 
ple who are tired of the hullabaloo 
of extravagant claims and big- 
hurrah-alleged sales; who are just 
interested. in paying a fair price 
for good shoes, carefully fitted. 
Even a so-called sixty-per cent lo- 
cation can be made into a hundred- 
per cent site just by treating the 
public right. Good, consistent ad- 
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—Raymond Twyeffort says: 


"Man is a slow thinking animal, a 
creature of habit, and is most 
apt to duplicate what he had 
before." 


—How true this is, and yet, Man can 
be dislodged from his chronic in- 
difference to apparel, by perse- 
verance and promotion. 


—Buried somewhere in every man's 
nature is a goodly amount of van- 
ity. 

—And once this vanity is brought 
to the surface, the battle is half 
won. 


—Twyeffort adds: 


"Merchants of America should drama- 
tize their products so as to make men 
realize that appropriate apparel is a 
powerful influence towards self-es- 
teem, and good-standing with their 
fellow-men and women.” 


—A well-dressed man develops a 
positive rather than a negative at- 
titude towards life and its prob- 
lems. 

—And shoes play a more important 
part today than ever before in 
man's correct attire. 


Zor & Te 


President 





vertising is the way we tell the 
friends of the store, and those who 
we want to make friends, that we 
have a certain shoe at a certain 
price. We believe the cornerstone 
of this business is the way we treat 
our people. 

“Every person connected with 
the store has sold shoes for at least 
twenty years (the time the store 
has been established) and is fully 
competent to serve any customer 
as that customer should be served. 
We believe that a store, to serve 
its trade right, must have not only 
willingness and ability to do a job 
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right, but it must have plenty of 
sizes. The right size on the shelf 
is worth a hundred apologies for 
not ‘being able to fit a customer on 
the spot.” 
* * * 

ARTHUR KUDNER, New York 
advertising agent, says: 

“How well do you know the 
people who constitute the market 
for your wares? The 30,000,000 
families in the United States have 
as large a total income as all the 
450,000,000 families in the rest of 
the world combined. Only 2 per 
cent of them filed income tax re- 
turns for incomes of $5,000 or more 
in 1936, but 70 per cent reported 
incomes over $1,000. 

“In Great Britain, the ratio is 
reversed; 26.8 per cent over $1,000, 
73.2 per cent under. In France, 
the ratio is 23.3 per cent to 76.7 
per cent—in Germany it is 18.1 
per cent to 81.9 per cent—in Nor- 
way it is 15.4 per cent to 84.6 per 
cent—and in Denmark it is 6.9 
per cent over to 93.15 per cent 
under. 

“We have frequently heard the 
machine age blamed for the ills of 
the world. That is a convenient 
conclusion. But the fact is, the 
country with the highest income per 
family has the most horsepower per 
worker. United States ranks first 
with 4.86 horsepower per worker— 
Great Britain has 2.56 and France 
has 1.78. Despite all that has been 








said or is being said against the 
America we have known, you are 
still doing business in the best coun- 
try as well as the best market in 
the world. The measure of that 
can be seen, for example, in the 
typical wage a carpenter earns here 
and abroad. In Warsaw, Poland, a 
carpenter gets $1.21 for a day of 
eight hours. In Paris, France, he 
gets $2.20. In London, England, 
he gets $3.20. In New York, 
U. S. A., he gets $11.20. 

“It seems a stringent commen- 
tary on the job business has done 
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to sell itself, to realize that this 
70 per cent of the public which has 
an income of $1,000 to $5,000, 
thanks largely to the resourcefulness 
of American -business over any 
other business on earth, buys most 
of the products of American busi- 
ness at the same time that it ap- 
plauds regulation, taxation and the 
suppression of business initiative.” 


* * * 


A TRAVELING man writes: 

“Riding in the fast Burlington 
Zephyr, there were seven seats oc- 
cupied in the parlor car, for which 
every one of us paid extra. I made 
the following observations regard- 
ing the footwear worn by my fel- 
low passengers: 





“Number one had the appearance 
of being a rather expensive shoe. 
It was black, but looked like it was 
suffering from the lack of a shine. 
A shine would have placed them in 
first-class condition. 

“Number two was a saddle pat- 
tern brown sharkskin. It was not 
only badly worn at the heels, but 
also very soiled. A new pair of 
heels and a first-class cleaning 
would have put them in excellent 
shape. 

“Number three wore a brown ox- 
ford with the vamps badly scratched 
and scuffed. The man needed a 
pair of shoes in the worst way, 
and this pair had every appearance 
of being terribly ill-fitting at the 
instep and ball. 

“Number four had on a fine new 
Fall suit, but continued to wear 
black ventilated shoes, which evi- 
dently hurt his feet, because he 
kept them turned sidewise to where 
the sole was visible. The sole was 
completely worn through, and he 
looked like he was about ready to 
walk on his socks. The hole in the 
sole extended from inside ball to 
outside ball, and the shoes were 
completely shot. 

“Number five was wearing a pair 
of cowboy boots, tan color. well 
polished and in good condition. 


“Number six wore a pair of 
black kangaroo straight last shoes, 
also practically new and in excel- 
lent condition. 

“Every one of these men had on 
a fine suit of clothes, indicating 
sufficient spending money. Every 
one had on a nice shirt and neck- 
lie, and each one of them paid 
extra for a seat, so it wasn’t the 
lack of money; rather, the lack of 
having been properly sold on the 
kind of shoes they should wear and 
the condition of their footwear. 

“We need not kid ourselves. The 
shoe business hasn’t gone to the 
dogs by any means; and there are 
plenty of possibilities remaining if 
a concerted effort can be made to 
make men conscious of their shoes 
and their feet.” 


* * * 


EBOSTON NEWS BUREAU says: 

“The United Shoe Machinery 
Corporation, or its subsidiaries are 
adding substantially to plant capac- 
ity, particularly in the experimen- 
tal and research ends of the busi- 
ness. This is significant of the 
importance attached to continuous 
research by this progressive com- 
pany, which has developed many 
new processes in fields related to 
shoe manufacture, and is also in- 
dicative of its faith in further de- 
velopment. 

“It is completing a very substan- 
tial addition to its Beverly, Mass., 
plant, this new wing to be used very 
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largely for experimentation with 
new machines and new processes. 
This will involve a cost approaching 
$500,000.” 

* * + 
ANDREW GELLER writes to the 
Merchant of Shoes: 

“It has been my rare privilege 
to have served shoe stores and shoe 
departments with fine shoes for 
over thirty years. 

“I couldn’t have wished for a 
richer experience nor a_ happier 
association for there is no satisfac- 
tion so inspiring as the making of 
good shoes for good stores for 
women who appreciate fashion and 
fine footwear.” 


* * * 


HRERE’S a human interest letter 
from the Tanbarker, the employees’ 
magazine of the LEagle-Ottawa 
Leather Company of Grand Haven, 
Mich., William B. Miller of the Cut 
Sole Department, writes: 

“It seems as though the lowly 
male worker in this department 
hasn’t much of a show. The females 
wear the long pants, smoke the 
cigarettes, get in line to punch the 
clock ahead of him and make him 
wait even though he got there first. 
They sit in nice leather chairs in 
their lounge room, while the men 
can sit on a nice hard bench. Why 
doesn’t someone do _ something 
about it? All men and women were 
created equal. How about some 
equalizing ?” 
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"Look, Boss! Those shoes we sent 'Rain-in-the-Face’ must have suited him." 











Herds the Lest toun 
Ahow m Soudon amd ila 
a buchen. You be hind 
a full description im 
the Letter. 





»~ 


a ee ee ee 


\ 


Sonn 


Custour 


i Black Cals 
| Broqur, biliiwe for : 
| ut, ty duvuid of all 
i “curtow defarls’ 
} 
| . 
i : j 
i Hire La nviw hamd - sewn 
} wilting Hs Clack and peat: 
t nN 4 , 
H ; | urig a Light yklour stitch : 
i al ‘re 4 hor Cl 4 
Nl Nin 1YAottam / amd id Atm on fight cot. n 
Ht 0 
i) MPAA SAL : / orid coumbnay shots. 
i} StAMWAM G OW F \ 
r toe and kittie / / 2 me 
i Conqu 4 ? , ON 4 
i y 
i 
—_— i ee 
p 2 
f 
i VY wk sh. {A Wit jas Lud are bie 
f tweim. umd thus {tah , WAL AitM, 
j k shin AV uy Lull t Pap ung b wgurd 
1K 








ee ee nee 














Tht Nruwtqun aftin- 
shumg shot. A now 
mtirpretation m hain 
sealokin ) CTVRETCY. © 
uth tau Lisand. 





| 


Custom PRoutmaktr Dstaibr: 
Tonquts art usually canspully 
tummsd and fittid Four nowe 
of hamd afitches on Lact stay 
 chanactinutic und ver 
Smart om Town Bhuchirs 


/ 


‘f 


and ths hand Suu KA 
> Get wth out Lange ya 


ration comtirnad, usd ou 


Llac h calf models ; 














At N caumarkst amd Stopardstown 
vas thort wire mam polhpuns 


m tard emce Here Ya nour Low 


cul model kealwumg Qa qhillis 
‘ prowl urd a nLavy 


t vik 5 L014 t tu 
4 As 
a y y< « 
¥ "| ita UA LLAGQHlA x A444 ide 


(cable, lace 
a USOUTAA wins A 





/ 














Scene inside the new “Tap and Tack 
Club” where the few favored with passes 
found plenty of refreshing pauses! 


Especially posed for the Boot and Shoe 

Recorder to show the debutante charm 

of silver mesh slippers with a sparkling 
white dress. 








$0 great was the interest in the National Horse Show 
this year that the event went on for an entire week 
and of all the places to see smart evening shoes, in 
quantity, this show takes the blue ribbon. 

High hats and silver foxes must run a long gamut 
before they gain the entrance. Everybody mills around 
the arena to see and be seen. And this year everybody 
who belonged swished down to the basement, too, 
where the new “Tap and Tack” Club has set up a 
private bar in a gay little “box-stall” compartment. So 
it was seven hey-days and nights for the fashion re- 
porters! 

When you cover an event like this you always see 
what you expect to see—but sometimes you get a sur- 
prise. We did this year. We went expecting to find 
lots of bright colors in satin and crepe. A few bro- 
cades. Much silver kid and more gold kid. Mesh to 
be sure. Sequins, yes indeed. 

We found them all—the high notes of the season— 
present and accounted for. But as dozens and dozens 
of heels clicked by, it began to dawn that the shoe of 
the show was something else again. 


Black Satin Surprise 

The shoe that was worn, again and again and again, 
was the black satin sandal. 

Black satin is always a favorite among the dowagers. 
And they were still loyal to their first love. But the 
surprise was the fact that debutantes, too, and young 
matrons, and all ages of women, were wearing black 


satin slippers. 





And as we watched, the reason why became ap- 
parent. They were tying them up, in most cases, to 
silver fox capes and coats. 

If all the silver foxes that were worn at the Horse 
Show were laid end to end they would surely reach 
from New York to Boston, and maybe back again. 
And many of these furs were echoed in black slippers, 
sometimes plain, sometimes “bright with silver,” as 
the fox fanciers say, to match the frosting on the 
furs. 

So, if we were a shoe retailer we would borrow an 
armful of silver foxes and play up this 1937 alliance 

. as a salient fashion point of the evening season. 

Then, there was a girl (she’s shown in one of our 
photographs) who wore black satin shoes with a white 
lamé dress to pick up the little dash of black in her 
ermine tails. In the midst of all the brilliance and 
color of slippers, this touch of restraint was notable— 
and significant. 

At an event like this, wraps are very important, 
naturally. It’s too chilly to take them off. 

So it’s logical that the wrap should cue the costume. 
Short, chunky wraps were very popular. And, next 
to the silvers, the blue fox short cape was tops for 
style. 

We almost dropped our note book in excitement 
when we saw a girl bedraped with blue fox, carry 
out the color scheme in a pair of taupey brown, lustre 
kid sandals. Very different and extremely smart as 
an echo to her smoky furs. Brown, by the way, is very 
high style for evening. Brown tulle with gold sequins 



























by Black satin slippers matched, as were 
UTH so many, to silver fox capes. The full- 
a skirted dress is as romantic as a Velas- 


HARRINGTON quez portrait. a 


Where We Saw All the Prophesied 
High Notes of Evening Slipper Fash- 


ions and Encountered One Surprise 


deserves special mention. Here’s a thought for daytime bandings, interwoven in various intricate ways. It 
promotion, too, tying up the brown shoe with short was a take-off from the old strip sandal with a differ- 


fur coats, of which skunk and blue fox are leaders ence . . . the chief difference being that T straps were 
by day. almost non-existent. 
Lattice Straps There were a number of such strip shoes that gave 


the impression of height through the way that the 
latticy work mounted over the instep. But they were 
all so much cut-out that the effect was extremely light. 
delicate, open . . . practically nude. 

Seventy-five per cent of all the slippers were open 
toes, with more stockings worn and fewer painted 
toe-nails exposed to view. 

We saw just one pair of slippers with its latticed 
straps reaching to the ankle, cothurne style, in the 
manner of shoes worn in Paris at the last openings. 
Just one pair— interesting but decidedly not as flatter- 
ing as the more skeletonized models. 

Perhaps a dozen pairs of “flats” were counted. All 
worn by big girls, obviously to bring them down to 
their escorts’ level. 

It was encouraging to see that the uneven hemline 
was popular with the younger girls. They wore many 
full-skirted dresses—and these were often lifted three 
or four inches off the ground in front, to give a flash 
of slender ankles. The sheerness of many of these 
dresses made the feet still more intriguing. A number 
of foot-revealing slit skirts were also seen. Older women 
clung to their floor-grazing dresses—that can pick up 
more dust at the Horse Show than anywhere else! 

We don’t know just what you would do with the 
following and final tidbit. But it was striking to see 
how the younger set were wearing their hair. Time 
and time again a flamboyant bow of ribbon was tied 
around a high-rolled curl. Not the two bows tied on 
the tWo sides, like last year’s resort fashion, but one 

[TURN TO PAGE 38, PLEASE |] 


The shoe pattern type that dominated in every ma- 
terial and color was the sandal made up of narrow 


You can’t see them, but we assure you 

that the slippers with this white cos- 

tume were black satin, calling to the 
dash of black in the ermine tails. 
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Main selling floor of Swope’s new store in St. Louis. 
Walls and woodwork are finished in pastel pink, and 
floor is carpeted in two shades of green broadloom. 


SWOPE’S NEW STORE FEATURES 


EN a brightly modern and spacious interior, Swope’s, 
in St. Louis, continues a retail shoe establishment that 
was opened 70 years ago. The new location at 905 
Locust Street is little more than a city block from the 
former, at 922 Olive Street. The new store comprises 
several shops: hosiery and handbags, a special Co-Ed 
Shop and the downstairs Men’s Shoe Den which is 
reached practically at the street entrance by a stair- 
way introduced here. Two doors give entrance from 
the street, one on either side of the central display 
window. The main interior is characterized by a fresh 
and radiant appearance, with walls above the fixture 
line in shades of pink and this same pastel tone appears 
in the enameled woodwork of the shelves holding the 
stock. The floor is in two soft shades of green broad- 
loom, the darker laid toward the walls. 

A central space near the front entrance is furnished 
like a foyer, by seats and chairs of metal tubular fur- 
niture cushioned in white, and off-white leather and 
with a writing desk and chair to match these modern 
pieces. To the left of one entrance is the Hosiery and 
Handbags Shop with attractive displays. The down- 
ward stairway to the Men’s Shoe Den is to the right. 
The title, “Hosiery and Handbags,” and the name, 
Swope’s, centered at the back of the store, are in cut- 
out wood lettering. Light issues from underneath, and 
against a white background the letters stand out boldly. 


Six display stands are built against pillars which are 
structural parts of the room, one stand on either side 
of each of three pillars. They are centrally located in 
a row through the store, where customer traffic is 
greatest, and the shoes and accessories are seen at com- 
fortable eye level. Tllumination of these displays is 
directed in a novel manner, shining down from a 
valance upon the objects displayed and upward through 
the same valance with a decorative effect of the light 
on the pillar. Other display stands are concave insets 
in the walls, and there are built-in illuminated sections 
in the hosiery and handbag department. Here, also, is 
an extensive display of accessories under the glass- 
topped surface of a counter, showing the handbags in 
a number of styles. 

In the area where shoes are fitted, the chairs con- 
form to the generally light tone of furnishings, and 
have flat upholstery in a darker frieze. The Co-Ed 
Shop, in an alcove rounding out the end of the room, 
is furnished in harmony with the main area. Upstairs 
are the commodious offices, with windows giving some 
view of the store. 

A fireplace gives an effect of warmth and hos- 
pitality in the Men’s Den. There are polo scenes on 
either side and a squared mirror over the mantel. 
The wainscoting is of comb grained oak in a light 
coffee brown shade. This woodwork is extended from 
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Hosiery and handbag shop, pictured above, is a striking 
feature of Swope’s new store. Illumination effects con- 
tribute to the effectiveness of the interior displays 


1937 


SPECIALTY SHOPS 


floor to ceiling across one wall, where the wrapping 
section and stock are housed. The stock is not con- 
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_ MENS SHOE DEN 
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Some of the advertising 
used to sell this new store 
and its service to the St. Louis public. 


St. Louis Shoe Firm, Started 70 Years Ago, 
Continues Its Tradition of Service in a Beau- 
tiful New Establishment That Embodies the 
Most Modern Ideas of Merchandising and 
Selling—Interior Displays Are Emphasized 


spicuously in view in this room, which resembles an 
inviting club lounge or other place of rendezvous for 
men. General illumination on both upper and lower 
store levels is supplied from the ceiling by means of 
indirect luminaries. 

The central show window between the two street 
doors is several feet back from the line of two larger 
windows which project on each side to the sidewalk. 
The interior of these windows provides a naturally 
beautiful and effective background for display, with 
trim in pale English harewood, accented in narrow, 
black lines of ebonized wood in a widely checked effect. 

Interior decoration including the fixtures in the new 
Swope’s store was in charge of H. Pauk & Sons Manu- 
facturing Co., St. Louis. M. M. McCain is manager 
and buyer in charge. Swope’s Children’s Branch is a 
separate store at Euclid and Maryland Avenues, well 

[TURN TO PAGE 38, PLEASE } 
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PHONE FOR 
FREE GIFT BOOK 


Repcte FROM EVERYONE 


TO EVERYONE 
WOMENS FINE HOSIERY 





After all, useful gifts best 
express the true Christmas 
spirit. thoughfulness for 
others. 











WOMEN'S SMART SLIPPERS = 











WOMEN’S NEW HANDBAGS 











GALOSHES AND RUBBERS 














MEN'S GOOD SLIPPERS 











MENS NOVELTY HOSE 














BOYS HI-CUTS AND BOOTS 











CHILDRENS SLIPPERS 




















MAIL AOD STORE HOURS 

| === RECORDER STORE S32 
GIFT CHOOSING MADE EASY AND ECONOMICAL 

i MAIN AND MARKET CENTRAL 3960 


GIFT CERTIFICATES FOR ANY AMOUNT 








‘THE Recorper Christmas Store will use newspaper 
ads regularly because they draw readers’ attention to 
us and permit them to make comparisons with other 
stores. We work on the theory that nearly every per- 
son who looks at the paper at holiday time automati- 
cally or deliberately checks up on the gift suggestions in 
the ads. 

The newspaper schedule will be planned to cover 
the gift question from three angles. First there will 
be “general” ads, about four columns, twelve inches, 
using eight illustrations of gifts for men, women and 
children, and eight headings with three items under 
each—or a total of 24 items in each of these ads. The 
ad which is sketched shows the style of layout, the 
border, and the red and silver tree—the symbol that 
ties together store and window displays, newspaper 
ads, and direct mail. 

The second group of ads are about three columns, 
11 inches, and are used for our strong line, that are 
also strongly competitive, such as slippers and hose. 
These ads will be well merchandised, featuring our 
best-selling styles. They may be repeated a few times 
with a change in the heading. If we run them the last 
week before Christmas, we will use the heading, “Plenty 
of Slippers for Late Gift Seekers.” 

Then there will be a third group of ads, using the 
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The 
RECORDER 


Left—A four column, twelve inch ad that 
features eight outstanding gift items, three 
items being described and priced under each 
subheading. The border design and the 
tree symbol are carried in all ads. 


Below—Cover design and page layout for 
sixteen page gift book; page size when 
trimmed, four by five and one-half inches. 
The illustrations are planned for use in the 
booklet and in newspaper ads. 
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same style of layout, but in smaller space—about 2 
columns, 7 to 8 inches. These will carry not more than 
two illustrations below the heading, but they will have 
descriptions of several appropriate items. The head- 
ings will include: 

“Don’t Worry, Mister, here are gifts she’ll like. (For 
the sports page.) 

“Gifts for Men, that Men really Like.” 
women’s page.) 

“Forget Anybody? Check this List.” 
“Never too Late! Until 6 P. M. December 24th.” 
Using the square illustrations (about 134 inches square) 
that are also used in the bigger newspaper ads, a 16- 
page (including covers) booklet will be made up. Page 


(On the 
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CHRISTMAS STORE 
Part 3—Newspaper Ads and Direct Mail 


size when trimmed, 4 x 5% inches. The cover will by R. E. ANDRUSS 

feature the tree symbol. The back cover will be re- 

served for gift memoranda. The inside front cover S TS 

will suggest gifts for men, women, boys, girls. The AGIFT CERTIFICATE LETS THEM CHOOSE THEIROWN 
back inside cover will be devoted to gift certificates 

and store service. That will leave twelve pages for IO 

illustrated items—36 cuts—and give sufficient coverage. r e- 
Enough books will be printed to cover the customer a F) es | 

mailing list and requests. The FREE gift book will be A “ You'll Be Glad 
mentioned in all ads. Descriptions will be written care- To Give or Get 
fully so that any item can be ordered by mail or phone. 
The booklets will be sent out with Nov. 31 statements 
to charge customers and soon after to the cash cus- 
tomer list. This second list will have addressed enve- 
lopes ready before Thanksgiving. 

In the store there will be mimeographed gift lists on 
regular bond paper, letterhead size—two columns of 
items, with a space after each item in which can be 
written a name or other information. Each customer 
will receive one. 

In addition to gift advertising there will be a series 
of small ads, “Don’t Get Christmas Feet” and “Test 
Comfort Now.” Also a couple of party shoe ads, and 
a “hold” ad on galoshes ready for any storm that 
may break. 

































































EF a store can do it, radio advertising, a Santa Claus 














store is large or small, a well-planned Christmas promo- 
tion program will net you the biggest results on your 
investment and assure your going through the holiday 
season without needless confusion and overwork. 














p art One of this series—Gift Merchandising 
and Store Decoration—appeared in the Record- 








in the specially decorated children’s department, and 
other special features are excellent. But, whether your ea 


er of October 9. Part Two—Window Displays, RECORDER STORE 


Special Features—appeared in the issue of af fn ig pal 


Oct. 23. Together with this article they give a MAIL AND TELEPHONE ORDERS FILLED 
- ‘ js Above—F or those lines most in demand for gifts, where 

complete plan f or Christmas gif t promotion f or stocks are heavy and competition keen, a series of 
special, well-merchandised ads will be helpful. Best- 

the average shoe store. sellers at the most popular prices should be featured. 
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The Editors Outlook 





AT is the prerogative of fools to be always judging. 
Let us therefore be humble in the face of the patience 
and perseverance of the American public. We are up 
against something now that none of us knows what it 
is, why it is or where it is going. So it behooves us to 
remember the path that the American public is walking 
and try to stay on that path. It is so easy to take a 
detour into the swamp and quicksands of doubt. 

Let’s look at the facts. In the very depths of the de- 
pression we didn’t reduce output more than 15 per cent 
and whatever comes we are not going to reduce the 
consumption or production of shoes less than that 
amount. It is only a short memory to the time when 
stocks and bonds were worth 20 per cent of their face 
value, real estate 50 per cent, merchandise inventories 
50 per cent and everybody thought that consumer’s bills 
receivable had no quotations at all. But what hap- 
pened? The American public paid its bills (contracted 
in prosperity and paid for in the sweat of self-denial) 
to the extent of 98 per cent of the face value. This 
happened in retail stores, installment houses, automo- 
bile financing corporations, etc., and no stronger state- 
ment was ever enunciated than that by Frank R. Rand, 
Chairman of the Board of the International Shoe Com- 
pany of St. Louis. He said: 

“For considerably more than a quarter of a 
century, I have been intimately associated with 
retail merchants of this country. Throughout 
those long years I have developed a profound 
respect for their honesty. Since our company 
was organized, we have sold to retail mer- 
chants more than one billion, seven hundred 
and fifty million dollars worth of shoes—these 
shipments went to merchants whose capital 
ranged from $100 to several million dollars, 
and our losses for bad debts on the whole 
amount have been than %4 of 1 per cent.” 

So don’t lose your touch with the. Real American 
public as you find it over the fitting stool. Don’t let 
trade prejudices, pre-conceived ideas and one-sided 
information influence your business. Retail trade is 
holding up even better than expected. The interest in 
new things for the satisfactions of use and fashion, 
continues. 

The gathering of merchants and manufacturers in 
the New York market last week was attended with too 
much loose talk and loose thinking. Many merchants 





A Profound Respect for Retailing 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


were individually optimistic but collectively gathered 
gloom, reaction and delay. For many it would have 
been better to have stayed away, for the facts, as re- 
vealed in retail selling at home, were diluted with the 
fears dispensed. 

Retailing has had ten months of good business and 
come what may, it is going to do some business in the 
remaining six weeks of the year, and the final picture 
will show a profit for the year. 

Let’s give some measure of credit to the retailer who 
has, in the past, always held the bag. He keeps his store 
open every working day in the week and presents a 
cheerful face to the customer, bright windows and 
bright interiors. What would happen if he said: “I'll 
shut my store three days a week because I am only 
operating 50 per cent, and I'll trim sales accordingly.” 
Instead, he redoubles his effort and fights for every 
pair and because he is close to the American public, he 
is a buffer against any demoralizing economic retreat. 
We point no moral to embellish the tale. 

Remember, we are in a period of manipulated eco- 
nomics. Congress can make a change in the picture 
almost over night. Many of the “kept economists” 
who have been yelling for balanced budgets and re- 
straints of all sorts, have changed their tune. Now they 
are yelling for government spending to pull us out of 
the slack. A billion for construction. Support for 
great works projects and emergency release of millions 
to subsidize payrolls. Santa Claus is coming back to 
Congress for a social-minded administration is not 
going to let the unemployed starve and it may now get 
the approval of many major businesses that need help 
in a big way, right now. 

It is quite to be expected that the undistributed profit 
tax would be rearranged to make possible reserves, 
debt retirement and expenditures for capital goods, etc. 

So let us give credit to the retailer. He keeps his feet 
on the ground and he presents a bright face to the 
public. For, so help me, if he reflected the dolorous 
countenance of all the trades behind him, he could 
only sell mis-mates to a blind man. 
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GOOD HONEST SKEPTICS 


FOR PERMANENTLY PROFITABLE SHOE STORES 


r HE Funk & Wagnalls dictionary defines “skeptic” 
as “one who, in general, suspends judgment until 
he has examined the evidence . . .” And that is why 
the shoe business needs more of them—right NOW! 
When times are bad there are plenty of skeptics in 
the shoe business, but then it’s too late for them to 
profit by their skepticism. It’s in better times like the 
present that skeptics are valuable, for now they can 
lay the foundations of a business that will be profit- 
able in good times and bad. 


Just as an example. We know a retailer who recently 
put in a new line of so-called “feature” shoes. The 
features consist of an ordinary steel shank and a 
couple of shoemaking tricks that add nothing to the 





“In the past three years sales on Wright 
Arch Preservers have increased steadily 
for the reason that Arch Preserver funda- 
mentals remained, and in addition, im- 
proved pattern and fitting characteristics 


were helpful.” 
Wetherhold & Metzger— Allentown 
and Reading 


“Your shoes, your stock service and your 
advertising promotions are all so excellent 
that we ask only that you continue them 
for they have built and are continually 
building the best repeat business we have 
experienced.” 


Park-Brannock Co.,—Syracuse 


“Our card records show that ‘once an 
Arch Preserver customer, always an Arch 
Preserver customer,’ because the initial 
purchase on a customer’s card almost 
without exception is followed by one pur- 
chase after another over the succeeding 
years.” 


C. M. Stendal— Minneapolis 











ARCH PRESERVER SHOES 


PATENTED FEATURES « SMART STYLES « IN-STOCK SERVICE * NATIONALLY ADVERTISED 





fitting qualities, comfort, or foot health protection 
of the shoes. 


The manufacturer didn’t even try to prove that they 
did. The retailer knew doggone well they didn’t. But 
there was room in the store for a line. The retailer 
knew in general that “feature shoes” were good 
things. The styles looked good—and he liked the 
salesman. So he bought. 


Evidence? Why bother. His business is better and he 
can sell most anything. But some day that man will 
wish he had been a skeptic. When times get tough, no 
one will care whether they wear his shoes or someone 
else’s lower priced ones. His repeat sales record will 
be as empty as the Sahara Desert. 


That’s why we like good honest skeptics. They de- 
mand the evidence and we’ve got it for them. Skeptics 
buy Wright Arch Preserver Shoes. They like the 
patented, medically approved Arch Preserver fea- 
tures. They are deeply interested in the steady repeat 
business reported by stores like Marshal Field, R. H. 
Fyfe, N. Hess & Sons, Stone Shoe Co., Kaufman’s 
and those other great retailers who have carried 
Wright Arch Preservers for more than a dozen years. 
And they like the year in, year out, performance of 
E. T. Wright styling, in-stock service, and national 
advertising. 


These skeptics can afford to look to the future with 
confidence. In good times or bad they will get a 
steady profitable business on shoes they are proud to 
sell. 


If you, too, are a skeptic—ask us for the evidence— 
make us prove to you why this is the time to buy 
Wright Arch Preserver Shoes. A line on your letter- 
head today will bring you the facts. E. T. Wright & 
Co., Rockland, Mass. 


Wright 
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Lesstl Sewintome Phaw Cekes c0atel-abin 
Period of Prosperity Are Lacking in Present 
Situation, Benjamin H. Beckhart of Columbia 
University School of Business, Tells Tanners 


Council in Address at Their Annual Meeting. 


SEES SHARP 
RECOVERY 
FOLLOWING 
SLUMP 





**SELDOM has business been buffeted about by so 
many forces beyond its control,” declared Benjamin 
H. Beckhart, of Columbia University School of Busi- 
ness, in an address at the recent annual meeting of the 
Tanners Council of America, held at the Palmer House 
in Chicago. 

“Great uncertainty prevails as regards both foreign 
and domestic developments. The foreign situation is 
dominated by two wars and by the constant clash of 
the philosophies of the totalitarian states with those of 
the democratic powers. Clashes in ideas, whether these 
have been religious or political in character, have in 
the past proved a fruitful cause of war. Can we expect 
another world war to develop? Will the warfare in 
Spain and China mushroom into a general conflict and 
will the United States become involved? Even assum- 
ing that the United States is not involved, will our 
neutrality act be invoked? The far-reaching effects of 
another world war on economic conditions in the 
United States, not to mention the fear that we might 
become involved, obviously make business men very 
hesitant to embark on long-term programs. 

“Granted that the situation is an explosive one, and 
granted that an incident might occur at any time which 
would touch off the powder magazine, the prospects 
of peace in Europe are somewhat better now than they 
have been for some time. The rapid rearmament by 
England and France and the failure of the mechanized 
insurgent armies in Spain to break through the de- 
fences of the loyalists are both reassuring as to the 
maintenance of peace. 

“The domestic political situation likewise is fraught 
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with many uncertainties. The business community fears 
the effect of rising costs resulting from a wages and 
hours bill and fears the prospect of further increases 
in taxes. Uncertainty prevails as to the agricultural 
program which may be adopted by the special session 
of Congress. The attitude of the Administration to- 
ward the railroads and the public utilities is by no 
means reassuring. And there is fear that budgetary 
deficits may continue into the indefinite future. 

“In the domestic field as in the international, it is easy 
to become unduly pessimistic. It is doubtful whether 
legislation decidedly adverse to business is to be ex- 
pected in the coming special session of Congress. The 
business recession which is occurring will tend to make 
Congress more conservative. The temper of the coun- 
try itself is much more conservative relative to experi- 
mental legislation. It was this temper which enabled 
Congress to defeat the proposals of the Administration 
relative to the Supreme Court and to reassert its inde- 
pendence of the executive branch of our government. 


*©WWVHETHER the various fears relative to the domestic 
and foreign situation are justified or not, they are very 
real in their effect on stock prices and so on business 
sentiment and the future of business. The decline in 
stock prices, one of the most severe in the history of 
the market, has profoundly affected and will continue 
to affect business sentiment and business prospects. This 
is true even if we admit that the market is thin and no 
longer possesses its old barometric powers. Whether 
the decline is justified or not, whether it reflects busi- 

[TURN TO PAGE 42, PLEASE} 
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Goodrich 


RUBBER FOOTWEAR 


Increases Dealer Sales and Profits 
Provides Features People Want 


Verilite Rubbers 


Unlined Rubbers that are Lighter in 


weight, Flexible, Stretchable, Better 
Fitting, Neater in appearance .. . GC 


which can be sold on a Profitable Basis. 








B. F. GOODRICH COMPANY, Footwear Division, WATERTOWN, MASS. 


Branches at: Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; Chicago, III.; Cincinnati, O.; Cleveland, O.; Dallas, Tex.; Denver, Col.; 
Detroit, Mich.; Kansas City, Mo.; Los Angeles, Calif.; Minneapolis, Minn.; New Orleans, La.; New York, N. Y.; Philadelphia, 
Pa.; Pittsburgh, Pa.; Providence, R. I.; St. Louis, Mo.; Salt Lake City, Utah; San Francisco, Calif.; Seattle, Wash.; Syracuse, N. Y. 
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A DEMONSTRATION 
THAT TAKES One Second 





And Here is Another Star Salesmaker 


THE Airflator 


DEMONSTRATOR BOARD 


Have the customer step on the steel-ball in 
the Demonstrator . .. first with his old shoe, 
then with the Airflator. He'll instantly feel 
how much more comfortable the Airflator is. 
The pressure of the steel-ball has been re- 
lieved by the patented Jarman Airflator in- 
nersole. This Demonstrator will be featured 
in Jarman advertising in national magazines. 
Why not feature it in your store? It makes 
showing and selling the Airflator shoe easy. 


JARMAN 1938 ADVERTISING—ONE OF THE MOST POWERFUL ADVERTISING PROGRAMS IN THE HISTORY OF THE JARMAN SHOE COMPANY 
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WILL HELP YOU SELL THE 
NEW JARMAN AIRFLATOR 


“The Finest Feeling Shoe a Man Can Buy!” 


MAGINE A SHOE that literally sells itself... tells 
its own sales story . . . and takes but one second to 
tell it. That’s just what the finer Jarman Airflator 

shoe does. This amazingly resilient innersole (a 
patented feature) in the Airflator instantly responds 
to the slightest pressure . . . feels more comfortable 
. .. andall men are sure to respond to this sensational 
comfort feature. That’s why the Airflator shoe is set- 
ting up a sales record that is far surpassing our most 
liberal predictions. 


The Airfiator Shoe Will Be in the News 
from Coast to Coast 
Jarman plans for 1938 advertising have been com- 
pleted . .. and right here we want to say . . . the 1938 
advertising will be more colorful and will pack more 
of a sales wallop than any shoe advertising campaign 
you have ever seen. The Saturday Evening Post and 
Esquire will again carry the Jarman name into mil- 
lions of homes and offices . . . where men will see and 
read good sound reasons for buying Jarman shoes. 
The Airflator shoe will be featured in every one of 
these ads. Jarman advertising for 1938 will start in 
January and will appear every month thereafter . . . 


SHOES FOR MEN 


mu Airflator 6 


JARMAN SHOES TO RETAIL AT $5.00 TO $7.50 


TRE 


it will constantly remind men to go to their nearby 
Jarman dealers. 


Special Store Promotional Material 
Will Be Available 
Jarman has prepared a grand array of sales helps 
featuring the Airflator. Mailing cards, folders, win- 
dow displays, newspaper mats . . . have been planned 
to tie in with Jarman national advertising. 


A Complete Line of Styles for Spring 
For the coming Spring season Jarman designers fash- 
ioned the Airflator to be as fine in looks as it is in 
comfort ... there are styles for every occasion . . . in 
Tans... in Blacks. . . in all-Whites . . . combinations 
... novelty numbers, golf shoes, high shoes, and a 

complete line of Jarman Ventilated Tropicals. 
Your Jarman salesman is on the way . . . he’ll show 
you the Airflator and all the other finer Jarman shoes 
that will boost your sales and profits right on through 
the coming season. For advance information, write 


Jarman Shoe Company, Nashville, Tenn. 
Division of General Shoe Corp. 


HE’S WORKING HARDER THAN EVER 
The little Jarman Tread-Test man will play 
an important part in every Jarman ad for 
1938 ...he continues to assure men that 
STED every Jarman shoe will give them style, 
comfort and wear for many extra miles. 
This exclusive little trade character may 
help your sales just as he is helping sell 
for thousands of other Jarman dealers. 


MOST STYLES 





(MOST STYLES) 
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THE CASTILIAN LAST 


MAKES LARCE FEET SMALL AND 
SMALL FEET LOOK EVEN SMALLER 


ANOTHER GEUTING INNOVATION 
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AMERICA'S MASTER SHOE STORE 











SHOE merchants and the men and women who write 
shoe advertising copy are finding out at last that there 
are lots of interesting things to tell customers about 
shoes besides the glittering generalities that have 
played such a prominent part in retail advertising up 
to now. There has been a gradual evolution going on 
in shoe advertising from the days when copy consisted 
mainly of descriptions that fairly sparkled with super- 
latives, down through the period that started a few 


years back in which a sincere effort was made to edu- - 


cate consumers in the use of the shoe and the part 
it should play in the correct apparel ensemble. And 
now comes this more recent tendency to go into the 
actual design and construction of the shoe and tell of 
it, not in a mechanical way, but from the standpoint 
of what it means in the styling, fit and service of the 
finished product. 

It has always been a debatable question as to how 
far customers were interested in construction details 
of shoes. Men, being more mechanically minded, al- 
ways like to know how things are made, but there has 
been a school of thought among retailers and shoe 
salesmen that the less said to the ladies about the hidden 
details of shoemaking, the more quickly would they 
hear the melodious ring of the cash register. Un. 
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NEW SELLING 
ANGLES 
IN CURRENT 


AD COPY 


How Retail Promotion Men Are De- 
veloping Fresh Talking Points and Sales 





Slants to Arouse the Interest of Custom- 
ers in This Season’s Shoes—Effects of 
Lasts, Patterns and Construction Details 
on Fashions and Fitting Are Stressed to 


Consumer Through Clever Ad Copy 


doubtedly many women are bored when the salesman 
starts to tell them about the technicalities of shoe con- 
struction. But show them how the last or the pattern 
determines the style, appearance or fitting quality of 
the shoe and it becomes an easy matter to arouse their 
interest. 

So when Geuting’s, in Philadelphia, introduced the 
Castilian last as “another Geuting innovation,” they 
presented it with a fashion story in the advertisement 
reproduced on this page, and emphasized especially 
the fact that this last flatters the foot by giving it a 
small, dainty, high-arched appearance. 

“Now milady can have proud, Castilian shoes with 
the aristocratic Spanish arch at Geuting’s Empire Shop 
of Fashion exclusively.” And the ad went on to say: 


“Over the centuries, the Castilian peoples of the 
mountainous country of Spain have been noted for 
their fleetness, their sure-footedness, due to the: sturdi- 
ness and grace with which nature endowed their feet 
through giving them what has come to be enviously 
known among the women of the world as ‘the high 
Spanish arch.’ 

“Now Geuting’s Empire Shop presents the Philadel- 
phia gentlewomen ‘The Castilian Last.’ 

[TURN TO PAGE 38, PLEASE] > 
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In the hermitage 
of 
mountain and woodland 
KISTLER “BENCH BRAND” 


Sole Leath er Such surroundings for a sole leather tannery were not uncommon 
° in 1840. Relying now as then on the vegetable tanning process to 

rAY made. make superior sole leather, our BENCH BRAND tannery location 

is an advantage in obtaining desired results. Somehow, the rugged- 

ness of the mountains and the majesty of the woods gear man-power 

to production. To be near an unfailing source of supply for bark—a 

vital element in our tanning liquor—is beneficial. In the foreground 

of our picture you see tons of bark available for grinding and use. 


KISTLER BENCH-BRAND 
SOLE LEATHER 


A BALANCED TANNAGE 


remains submerged for months in the bark liquors before final 
steps in processing. The saying, “Rome was not built in a day,” hasa 
clear meaning to us. If we disregarded the time factor, the inherent 
qualities in fine hides would lack essential development for service- 
ability. Thoroughness must be observed. An ambition to make an 
unexcelled product must be satisfied. A reputation for having an 
exceptional tannage must be maintained. Steadfast service in a 
manner to profit the shoe industry must go on. 


Men’s shoes bottomed with Kistler 
BENCH BRAND Sole Leather retail 
at popular prices. 
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STRENGTH 
SECURITY 
ECONOMY 


UNISHANK 


BREASTLOCK 
HEEL 


UNISHANK innersoles and BREASTLOCK wood heels are two 
logical and practical features that progressive manufacturers 
are using on women’s high heel shoes. 

The BREASTLOCK heel with its special anchoring device, to- 
gether with UNISHANK innersoles, gives new security against 
“kicking under” or “kicking back.” Smaller and shorter soles 
can be used and flap laying is eliminated. Unishank gives 
rigid arch support that is vitally essential. 


Modem style versions emphasize the importance of these two 
basic improvements in shoemaking technique. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON. MASSACHUSETTS 
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SOMETIMES 
YOU CANT SEE THE 





So MANY men call... 
it’s hard to spot the ones 
who can help you 


boost sales... 


... but there's one group you can depend upon 
for tangible aid whether you buy their wares or 
not! They are the representatives of the dominant 
business papers possessing a specialized knowl- 
edge of the markets they serve. 


By dominant business papers we mean publica- 
tions such as those which banded together twenty 
years ago to form The Associated Business Papers, 
Inc. These publications are the leaders in their 
respective fields solely because of a forthright 
editorial policy that gives their readers a helpful 
service which they willingly pay for, with cash 
subscriptions, year after year! 





FOREST FOR THE TREES! 


Boot and Shoe Recorder Representatives Can Help You: 


Page 3! 

















Your customers and prospects look to the A.B.P. 
publications serving your markets for progressive 
ideas about their livelihood. Those strong busi- 
ness papers are influential emissaries that can 
present your sales message economically and 
effectively, at a time when your audience is in a 
forward thinking, receptive frame of mind. 


Boot and Shoe Recorder representatives and their 
editors stand ready to give you the benefit of 
their intimate knowledge of conditions on the 
buyer's side of the fence in your markets.” You'll 
be amazed to discover how often they can give 
you a new and profitable slant. Ask the next one 
who calls and see for yourself! 





. To sense and evaluate significant trends. 
. To determine market potentials. 

. To suggest product or package changes. 
. To help you select and reach your prime 





se 
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prospects. kets for old products. 
Impartial measurement Authentic facts - To help plan sales and advertising strat- 10. To suggest ways to make sales promc 
of reader interest relating te egy. tion more effective. 
in terme of paid editorial scope and . To aid in improving sales and distribu- 11. To help devise practical merchandising 
cireulation readership analysis tive setup. material. 
7. To translate all available market and 12. To point out specific sales opportunities 
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239 West 39th Street, New York, N. Y. 


9. To suggest new products, or new mer 


sales statistics into terms of your par- 
ticular problem. 
To scan copy for trade jargon. 
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The RECORDER 
Candid Commentator 


Below—R. O. Mattingly, head of the shoe 

departments at Gano-Downs, Denver, at- 

tributes his business efficiency to keeping fit 

physically. He and his mount, Peep-O-Day, 

are familiar figures on the bridle paths 
around Denver. 


et iE: E & £ é é 
Above—Contessa Castelbarco, the elder daughter of Arturo 
Toscanini, orchestra conductor, carried out a new idea in footwear 
with her cork soled sandals when she and her husband arrived in 

New York on the Conte di Savoia. 








Above—Some of the new footwear seen at the 

Shoe and Leather Fair at Agricultural Hall, Isling- 

ton, England. The shoe in the young lady’s hand 

is a velvet clingstrap mule trimmed with ostrich 
feathers. 


Left—The elevator operators at Gimbel Brothers, 
New York, wear Air Step shoes as a part of their 


official uniform. 


Right—Joe Lanigro, shoemaker for the fa- 

mous, whose customers include President 

Roosevelt, Al Smith, and Benito Mussolini, 

attracted crowds recently when he held a 

two-day demonstration of Hanan shoes in the 

window of the S. J. Brouwer Shoe Co. 
Milwaukee. 
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**There’s comfort 
depth in this shoe. 
It has the new Onco 
Innersole that in- 
stantly conforms to 
the individual 


shape of your foot.” 


How You Can Identify Onco 


These new Onco Innersoles all have the Onco 
trade mark plainly stamped over the surface. 
Placed there for your protection, it is your 
guarantee of “third dimension” comfort. 


© Brown Company. 
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MAKES POSSIBLE THE 


1937 






GUMFURT UEPTH 


For years shoe comfort has been interpreted in 
terms of length and width . . . but now we have 
the “third dimension”’ in shoe fitting . . . comfort 
depth . . . made possible by Onco, the new Self- 


Conforming Innersole. 


The last word in shoe merchandising, this 
sensational new product permits you to offer a 
superior service in shoe fitting. 


“Old shoe’ comfort in new shoe wear be- 
comes a reality, for this new innersole instantly 
conforms to the individual shape of any foot. In 
addition, Onco innersoles are permanently flex- 
ible, strong, durable . . . and quickly dispel mois- 





BROWN COMPANY 


FOREMOST PRODUCERS OF PURIFIED A CELLULOSES For Quatity propucts 





ture caused by excess foot perspiration. That is 
why the Onco-made shoe remains cool and dry. 


You can obtain this new self-conforming in- 
nersole by merely specifying . . .““Onco” on your 
next shoe orders. Manufacturers will gladly fur- 
nish new Onco at no extra cost to you. 


Notice to Shoe Manufacturers 


If you haven’t already received samples of the 
new Onco Self-Conforming Innersole, get in 
touch with any of the following Brown Company 
offices: Boston » New York « St. Louis « Portland, 
Maine « In Canada: Brown Corporation, Mon- 
treal + Agents in countries throughout the world. 


* THE SECRET OF 
ONCO INNERSOLE COMFORT 


The new “third dimension” in shoe 


fitting . .. comfort depth . . . is made 
possible by ““Onco-Base” . . . a new 
patented material . . . made from a 


Brown Company purified cellulose. 
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ORTHOPEDIC SHOE MEN TO 
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SEEK 


STATE LICENSE 


| egislatiod Committee Appointed at Well Attended 


Meeting Held at Hotel McAlpin in New York—Would 


Co-operate with Podiatrists and Medical Profession 


NEW YORK—The meeting of the Orthopedic Shoe 
Men’s Association held Nov. 4 at the Hotel McAlpin 
proved to be one of the most interesting sessions the 
organization has had, and there was a large and en- 
thusiastic attendance. The topic which prompted the 
most spirited discussion was the proposal for state 
licensing of orthopedic shoe men. After a lengthy dis- 
cussion, David Weisberger, the president, appointed a 
legislative committee to submit resolutions on the sub- 
ject at the next meeting. This licensing proposal con- 
stitutes the most important aim of the organization. 

In discussing other objectives of the association, 
Ralph W. Merians, the treasurer and publicity repre- 
sentative, said: “The aim of the orthopedic shoe men’s 
organization is not to disregard existing laws pertain- 
ing directly or indirectly to our field, but rather through 
a banding together of those so engaged to present our 
opinions to the legislative authorities. They, by virtue 
of power vested in them, would then be better able to 
consider our requests and collective wishes and decide 
what constitutes right and wrong insofar as the activi- 
ties of this important profession are concerned. This 
was evidenced: at our last meeting as well as during 
previous meetings, when several members and non- 
members related various experiences they encountered 
with representatives of the State Education Department 
concerning their activities as orthopedic shoe men. 

“Such facts might be of little or no interest to some 
shoe men, but those engaged in the fitting of correc- 
tive shoes and who are doing such work with honesty 
and integrity must come to the conclusion that, because 
of prevailing conditions, their membership in this 
organization should not be delayed. Through union 
we will obtain a more definite and concise definition 
of those existing laws which have so direct a bearing 
on our chosen work. The goals that our organiza- 
tion strives to attain are numerous, but to bring our 
ideals to actuality, we must have a substantial member- 
ship and the utmost cooperation of everyone in this 
branch of the retail shoe business. 


“Another of our more important aims is the avoid- 
ance of false impressions and the organization will not 
tolerate members who try to assume privileges belong- 
ing and granted to members of the healing art only. 
Rather does it wish to cooperate in every possible way 
with such professions who afford an example of the 
progress that can be made through fraternalism. 

“Witness the progress now enjoyed by the relatively 
new profession of podiatry. Ten years ago this pro- 
fession stood alone, largely unrecognized. Today, still 
striving to go forward, podiatry enjoys growing recog- 
nition by medicine as well as the public. Recently, 
leaders in this profession saw the birth of the New 
York State Board of Podiatry Examiners, an event 
which was only realized after long years of struggle on 
the part of their state organization. We of our profes- 
sion can also hope for success in our undertaking pro- 
vided every man cooperates with his fellow. 

“However, as the situation stands now, a matter de- 
serving immediate attention is the fact that orthopedic 
shoe men must have a free voice in discussing with 
their clientele certain aspects of foot disturbances in- 
sofar as they are related to the fitting of corrective 
shoes. A man cannot effectively and intelligently ex- 
plain to a patron the manner in which a particular 
shoe is to benefit his foot health if such explanation 
can be conveyed only by evasion and inference. All this 
the organization can bring about only through a con- 
certed effort on the part of every orthopedic shoe man 
in the state. From a purely business point of view, it 
should behoove eligible men to join the rapidly grow- 
ing ranks of this group. As a man is careful to insure 
his store fixtures and stock from injury, so should he 
willingly attempt to insure the future and advancement 
of his daily professional activities. 

“The annual dues of $12.00 for employers and $6.00 
for employees who join is certain to repay itself ten- 
fold in the future if but a small part of our aims 
come to be realized. 

[TURN TO PAGE 57, PLEASE] 








BOOT AND SHOE RECORDER, November 13, 


® 
_ 
CELASTIC BOX TOES FILL THE BILL 


. . « These Ski Boots are built with 
Celastic. Shoes of this type must have 
strong, substantial toes that will stand 
up under severe conditions and hard 
usage. 

. . « The special toe design of lasts 
over which Ski Boots are made must 
be faithfully preserved throughout the 
life of the shoe. Heavy, double thick 
Celastic boxes fulfill all of these exact- 
ing requirements. 





THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, 





1937 






MASSACHUSETTS 
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“This wish for small feet which lies 
close to every woman’s heart is now 
answered by Geuting’s through the 
simple discovery of last design and 
sculpture that provides worlds of room 
on the inside of the shoe, yet makes 
the shoe look small when on the foot. 
In the Castilian Last this discovery of 
the Geuting shoemakers and last sculp- 
tors has been little short of marvelous, 
since it is a fact which you can verify 
for yourself by coming to the store 
and visiting our Empire Shop. 

“Often young girls’ feet have been 
incorrectly trained. As a result, they 
wear barbarous sizes, as high as ten. 
The idea back of this Castilian Last 
will correct this by making size ten 
look like seven, size seven look like five 
and size five look like three.” 

The same advertisement also car- 
ried a statement from A. H. Geuting, 
over his own signature, in which he 
said: 

“No wofhan who takes pride in her 
feet can afford to ignore the charm of 
a shoe made over this last. 

“This last is the result of a dis- 
covery by a sculptor when he removed 
excess wood where it was not needed 
and placed it where it was needed for 
more comfort. ... 

“The Castilian last is entirely new. 
The wood is either ironwood or ash, so 
that varying degrees of humidity do 
not: affect it. It is, therefore, most 
accurate in its fit.” 

: While this Philadelphia store is thus 
carrying a story of lasts to its cus- 
tomers through advertising and window 
displays that tied in, showing the lasts 
themselves and many of the shoes that 
were made over them, R. H. Fyfe & 
Co., of Detroit, advertises pattern de- 
tails, with a very distinctive type of 
advertisement, one of which is repro- 
duced herewith. “Do You Disappear 
Brilliantly, Too?” this advertisement 
asked, showing the head and shoulders 
of a lady, backview, and likewise a 
backview picture of a shoe. “Your 
entrance is no doubt a triumph,” said 
the copy, “but what about the manner 
of your going? Which is just our wily 
way of pointing out to you that, here 
at Fyfe’s, we have a most interesting 
black suede oxford with stitching and 
gold piping up the back! 

“A good many of our new Fall shoes 
are trimmed as no one ever thought of 
trimming shoes before—why, we can’t 
imagine because they’re charming. Tiny 
buttons march down the front of a 
folded ‘fan’ on a sleek suede shoe; 
gabardine trimmed with snakeskin; 
leather saddle-stitching on green suede. 
. ++ You'll want to see them all. These 
crisp days say ‘Hurry with something 
new’. ” 

Volk Brothers of Dallas, Texas, also 
discuss the importance of the last in 


- 
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New Selling Angles in Current 
Ad Copy 


[CONTINUED FROM PAGE 28] 
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YOUR catrance is no. doube s 
triumph—but what about the 
manner of your going? Which is 
just our wily way of pointing out 

& to you that, here at Fyfe's, we 
have a most interesting black 
suede oxford with stitching and 
gold piping «p she back! 

A good many of our acw Fall shoes are trimmed as no one 

ever thought of crimming shoes before—why, we can’t 
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WOODWARD AVENUE AT ADAMS — TELEPHONE CHERRY 1680 











A novel shoe ad idea by Fyfe’s, 
Detroit, that commands attention 
because it is different. 


an advertisement featuring a classic 
opera pump. “So far as we know,” they 
say, “no other pump so eloquently ex- 
presses rhythmic beauty and fit perfec- 
tion. We’ve long insisted that in pumps 
the last should come first . . . which it 
does in this superlative Laird Schober 
original. Its high snug arch and cling- 
ing heel; its gracefully shaped throat 
line and the way it stays put on the 
foot will make it a first and lasting 
love of even a confirmed cynic. That’s 
why we predict such a triumphant fash- 
ion life for this prima donna of the 
pump world. Black or brown suede; 
black patent. $13.75.” 

Likewise featuring pumps, Krupp 
& Tuffly of Houston advertise a Cus- 
tomeraft pattern called “Flight,” which 
they call “an exquisite new pump, star- 
tling in its originality . . . classic in 
simplicity, sensationally new in cut... 
fashioned with the V-neck that gives 
your foot the smooth lines of a bird in 
flight . . . has won uncommon tribute 
from highly sophisticated fashion 
judges .. sets a new and basic trend in 
finest footwear . . . is exclusive with 
Krupp & Tuffly in South Texas... 
$12.75.” 

Kline’s of St. Louis advertise the V- 
neck pump pattern in a lower price 
shoe, calling it the “Zephyr” and offer- 
ing it in ribbon trim charcoal suede or 
black patent. The advertisement hails 
it as “the pump that is creating a style 
sensation! Slim... aristocratic ... 
suave-fitting, its delicate V-throat do- 
ing beauty miracles for your instep... 
the thin ribbon banding accentuating 
its streamline ... or just as fascinating 


in all-over sleek, seamless patent. The 
Zephyr is exclusive with us.” 

“Mink brown reindeer” is one of the 
season’s newest color and material com- 
binations in women’s shoes. Bonwit 
Teller, of Fifth Avenue, New York, 
advertised it in last Sunday’s papers 
in a pattern called the “Devil Shoe,” 
high front, with pointed peak both 
front and rear. “First seen descending 
the gangplank of the Normandie,” said 
the ad. “Copied in a de luxe edition by 
our famous shoe salon, with spike heels, 
mid height Transitions and flats in vel- 
vety reindeer, silkiest leather of the 
suede family. Immediately a tremen- 
dous success. Now featured in mink 
brown as perfect affinity to the chic 
mink brown costumes cited in Paris 
cables. Also in black and navy. Ex- 
ceptionally priced at $16.75.” 

Evening footwear advertisements are 
beginning to appear in the papers in 
increasing numbers and we shall see 
more of them, no doubt, with the ap- 
proach of Thanksgiving and the holiday 
season, marked by its round of social 
activities. Despite the fact that shoe 
stores are reported to have rather more 
merchandise than usual on _ their 
shelves, retailers are not using adver- 
tising, in any great measure, to pro- 
mote ill-timed clearance sales and in 
this they show good judgment. For this 
is a season in which style, fit and qual- 
ity are better selling arguments than 
price, especially when they are given a 
new slant that makes them interesting 
to prospective customers. 


Swope’s New Store 
Features Specialty Shops 
[CONTINUED FROM PAGE 19] 


within a network of traffic routes from 
western, residential and suburban sec- 
tions. 

Following an announcement by dis- 
play newspaper advertising, a number 
of advertisements have told about the 
new store. One featured the Co-Ed 
“Corner,” showing some of the shoes 
and suggesting their place in the cos- 
tume. The Men’s Shoe Den was pic- 
tured on one design, in tones of brown 
on a lighter paper stock. A complete 
line of boys’ shoes is a feature of 
the Den. 


Seven Nights at the Horse 
Show 


[CONTINUED FROM PAGE 17] 


bow pointing up a little fetlock over 
the forehead. 

In a number of cases, these ribbon 
hair trimmings—did respect the color 
of the shoes. That’s what you can do 
with it—point out the Junior Set fash- 
ion point of hair bows and slippers 
to match! 

Slippers to match short fur evening 
capes . . . slippers to match hair 
bows ... for two new ensemble talking 
points in the coming holiday season. 





= 
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Sennen n-Stock SERVICE IS 


ANOTHER Plus YOU SHOULD KNOW ABOUT 


The In-Stock Department of Arnold Authentics for men 
is complete in its assortment of styles and sizes, and ex- 
ceptionally helpful in its service to Arnold dealers. Con- 
servative models, undergraduate favorites and the well- 
known sportswear numbers—all 
with the featured Arnold Glove 
Grip—are all amply stocked at 
South Weymouth for prompt 
delivery. Store signs, display 
material and advertising mats 
are available for the asking. 


SEND FOR NEW CATALOG 


The latest catalog of Arnold 
Authentics for men will give you 
a new idea of the scope and sala- 
bility of this nationally adver- 
tised line. We'll be glad to send 
you a copy. 


M. N. ARNOLD SHOE CO. 
SOUTH WEYMOUTH, MASS. 








Pe THE FAMOUS 
GLOVE GRIP 


The two smaller shoes are HAMPTON and DUNKIRK. The larger illustration of 
DUNKIRK shows where the famous Arnold Glove Grip makes its close-fitting comfort 
felt under the instep at the first step out of the box. 
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NCREECTC LANDING 


Often a customer complains of discomfort when 


(i% 


the shoes are not to blame! 


When callouses or hard-to-fit feet make your 
customers go “up in the air”— remember — Trim- 


foot makes a perfect landing. 


Trimfoot, the world’s largest selling meiatarsal 
insole, is also the world’s smoothest shoe sales- 


man. Put Trimfoot to work for you. 
ORDER YOUR FREE SAMPLE PAIR TODAY! 


YOUR $@200 DOZEN 


PRICE 


ST. LOUIS. MO. « 


-— PAIRS PRICE 


WIZARD COMPANY 
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RETAIL $3 QQ PER 


— PAIR 


WALSALL, ENG. 


Canadian Distributors: Canadian Specialties, Lid., Hamilton, Ont. 
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Retailers Expect Good 


Christmas Business 


MILWAUKEE, W1S.—Present indica- 
tions point to a good Christmas busi- 
ness for local retail merchants with 
sales expected to exceed those of the 
1936 holiday season by at least 10 per 
cent. 

Kenneth Byerly, manager of the Mil- 
waukee Association of Commerce’s re- 
search bureau, in a study of retail con- 
ditions, says local retailers can be op- 
timistic over the Fall trade outlook, 
although repetition of the large 1936 
fourth quarter gains are not expected. 

Credit inquiries recorded by the As- 
sociation of Commerce retail bureau to 
October 15 totaled 7,628 against 7,582 
in the same number of days in October 
a year ago. In September they totaled 
18,043 against 12,511 in the like 1936 


month. 


Various shoe retailers anticipate that 
Christmas savings clubs—the 1937 
totals in Milwaukee were slightly below 
those in 1986—and the high farm in- 


| come, together with increased factory 





earnings will help stimulate holiday 
business. 
Stores carrying the more popular 


| priced items are finding little sales re- 


sistance with present prospects that the 
trend will continue into the holiday 
season. 


Cheer for the Ski Shops 


Boston, Mass.—E. B. Rideout, pro- 
fessional weather forecaster for the 
New England area, is foretelling that 
“the coming Winter will be colder than 
normal with snow which will last right 





| through.” 





So enthusiasm from the skiers and 
cheer for those retailers who have 
stocks of ski boots, rubbers and arctics 
carried over from last Winter. 

Mr. Rideout forecast that last Win- 
ter would be mild and it was. 


S. B. Morse Enters 
Retail Trade 


PORTLAND, ORE. — Southwood B. 
Morse, formerly sales-manager for the 
Brauer Bros. Shoe Company of St. 
Louis, has entered the retail shoe busi- 
ness in this city through the purchase 
of the Foot Relief Shoe Store from 
Harry F. Goldstein. Mr. Morse will 
devote his entire time to the operation 
of this store and is making this city his 
home. 


Store Remodeled for 
Winter Season 


DAYTONA BEACH, FLA.—Lee’s Shoe 
Store, 148 South Beach Street, is being 
remodeled and put in shape for the 
Winter season. Display windows are 
of ivory Carrara glass trimmed in 
royal blue and will be 20 feet deep. 
Window floors are of terrazzo, with 
chromium fittings. Special attention is 
being given the new lighting system 
which will affect the entire store. 
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Hunting Season Is Here 









Shown in the pic- 
ture are three promi- 
nent shoe men, the 
one on the left being 
Lawrence “Confetti” 
Lay, sales manager of 
the Pennant Shoe Co., 
division of Interna- 
tional; Earl “Dead 
Shot” Buck, in the 
center, head of Buck’s 
Booteries, of Omaha, 
Neb.; and Carl “Cold 
Steel” Andreasen, general. manager of The Racine Shoe 
Mfg Co., of Racine, Wis. The snapshot shows their “bag” 
for the day, limit five ducks, their hunting being done in 
the same location as last year, in Nebraska along the 
Wyoming line. 

Picture below shows A. P. Gilbert, of the Gilbert Shoe 
Co., Thiensville, Wis. (center), and Jim Woods, superin- 
tendent of his plant (on the left wearing a cap), and also 
the 1100 pound bull moose shot by Mr. Gilbert near St. 
Francis, Ont., Canada, on October 14. 


Marcus Minimizes Grounds 
For Depression Fears 


New YorK-—-Speaking before the members of the 
Shoe Fashion Guild at their luncheon meeting at the 
Biltmore on Wednesday of last week, Herbert Marcus, 
president of Neiman-Marcus Co. of Dallas, Texas. told 
the shoe men that there will be no depression in 
America at this time. Declaring that he didn’t wish 
to be quoted as a “full blooming optimist,” either, 
Mr. Marcus, who was introduced by George Miller. 
president of the Guild, said that he looks forward to a 
good, firm holiday business and predicted that those 
who face the coming Spring season with clear eyes, 
without carrying the weight of other people’s pes- 
simism on their shoulers, will do well. 

“A shoe retailer goes along, doing a pleasant Fall 
business and suddenly he looks at the October figures 
and notices they are a few dollars less than the previous 
October’s. Does that mean the end of the world has 
come?” asked Mr. Marcus. 

“IT say there will be no depression, nor can there 
be one. You can’t depress a people which has produced 
and advanced so far in the past year. There has been 
no significant change in purchasing power. A momen- 
tary recession, perhaps, but what is that except some- 

[TURN TO PAGE 47, PLEASE] 











HIDING BUNDLES | QSES sates 


Do you hand customers a string-tied bundle 
they’d like to hide? Not if you use a 
National Package Sealer to put a shoe 
bundle in the package class. 


What’s more, this efficient machine does 
the better job lots faster than the anti- 
quated tying and knotting method. Just 
press the lever. Apply the tape. The pack- 
age is complete. 

A National Package Sealer is also attrac- 
tive, dependable and compact—light enough 
to move around conveniently. Solve your 
wrapping problem as have three quarters 
of a million other merchants with a 
National Package Sealer. 


TAPAK — For the same reason food prod- 
ucts are put in sealed containers, Itstix Tape 
is packed in the patented Tapak container 
(orange color). Each coilisindividually pro. 
tected by moisture-proof paper. You receive 
and can keep it as fresh as the day it was 
made... . Yardage, weight and strength are 
guaranteed. Fresh Itstix Tape attractively 
printed is advertising at very small cost. 









Nowy picmeeSemer = 


NASHUA PACKAGE SEALING CQ. wastua, w. u. 


(D0 Send National Sealer on Trial. []Circular [] Representative 








FIRM 
ADDRESS 
YOUR NAME 
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TRAVELING SLIPPERS 


» Folding and padded sole (En- 
glish) styles. 

» Moire, kidskin, morocco, pigskin 
and pinseal slippers and cases. 

» Sateen, poplin and satin linings. 

» Stocked in all popular colors— 
in both envelope or long case, 
snap fastener or Talon zipper 
fastener. 


> Bearing the nationally known 
Poe, label. 

» Priced at $1.55 to $3.50 — 
ing case. 







37" CATALOG—illustrating 


| eset apd chitarene 
ier P : 


SWAN SHOE COMPANY 


INC. 
2100 AIKEN STREET 


BALTIMORE, MARYLAND 


I ASK FOR OUR NEW Si met 
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Sees Sharp Recovery Following Slump 


[CONTINUED FROM PAGE 24] 


ness conditions or whether it is simply 
the result of a thin market and has 
gone further than the fundamentals of 
the situation warrant, the recession in 
stock prices is likely to be the initiating 
cause of a sharp recession. Business men 
will be the more reluctant to expand 
operations. Consumers’ expenditures 
will decline, particularly as the direct 
ownership of stocks has become so 
widespread in the very general effort 
to hedge against the effects of infla- 
tion. 

Present fears must not obscure the 
fact that, even after full allowance is 
made for a severe recession in the last 
quarter, business activity in 1937 will 
average high. The activity in business 
reflected in the New York Times index 
was well above normal to October. 
Despite the modest recovery in the 
building industry, the Federal Reserve 
Board’s index of industrial production 
has remained on a high plateau. Re- 
tail sales continue in large volume. 
Agricultural buying power is the larg- 
est in years. Car loadings continue 
high and inventories do not appear to 
be excessive. 

The high level of business activity in- 
dicated by these various indices does 
not mean that business activity will be 
maintained. These indices constitute 
simply a record of the past which may 
or may not be projected into the future. 
Hazarding a forecast relative to the 
immediate course of business, my pre- 
diction is that pattern over the next 
few months will resemble that of 1924 
rather than that of 1929-1932. We will 
likely have a short recession lasting a 
few months which will be followed by 
an equally sharp recovery. It does not 
seem possible that we have run the 
course of this business cycle. We have 
not made full recovery from the great 
depression nor have we made the same 
relative progress as foreign nations. 
The inflationary possibilities in the 
monetary policies adopted have so far 
been held in check by the fears of war 
and of governmental restrictions on 
business. The usual symptoms of an 
end of a period of prosperity, including 
credit stringency, large inventories or 
excessive activity in the capital goods 
industries are lacking. 

In any long-run forecast of business 
conditions it must be remembered that 
we have not made up the deficiency in 
housing, which will become more acute 
as time goes on and which will be re- 
flected in sharp increases in rents. As 
rents increase, residential building con- 
struction will be resumed, which for 
the time being has met resistance from 
the rising costs of labor and materials. 
Building costs which seem high now 
may later appear low after the rise in 
rents has taken place. 

One must always hold in mind that 
forecasts of the immediate and future 
course of business can be radically 


charged by political developments at 
home or abroad. A general world war 
or repressive legislation enacted by 
Congress would distort the entire pic- 
ture. 





New Innersole to Give 
“Comfort Depth” to Shoes 


PORTLAND, ME.—Following months of 
intensive research, Brown Company of 
Portland have developed a self-conform- 
ing innersole, which, according to the 
announcement, gives to shoes the “Com- 
fort Depth” which is essential if they 
are to fit perfectly, and which is not 
obtainable when fitting is confined 
merely to considerations of length and 
width. In other words, the new inner- 
sole is designed to provide the vitally 
important “third dimension” in shoe 
fitting. 

A new Onco base has been developed, 
and innersoles made of this material 
are said to conform instantly to the 
shape of any foot, eliminating the pain- 
ful breaking-in caused by stiff, unyield- 
ing innersoles. 

The self-conforming feature of the 
new Onco innersole is said to be the 
most revolutionary but not the only 
feature of “Comfort Depth.” It is 
claimed that this innersole is perma- 
nently flexible, durable and quickly dis- 
pels moisture caused by excess foot 
perspiration, thereby insuring the 
wearer against damp, burning feet. 
Its quality and features are said to be 
absolutely uniform. 

This self-conforming innersole will 
be publicized by a complete campaign 
which includes trade paper advertising 
to shoe retailers, advertising in con- 
sumer publications and display material 
for use by retail stores. Leading shoe 
manufacturers will shortly feature 
shoes made with this new Onco inner- 
sole. 





Central Shoe Co. Announces 


Additions to Sales Staff 


St. Louis, Mo.—Several additions to 
its sales force have been announced by 
the Central Shoe Co., 1641 Washington 
Avenue, this city, manufacturers of 
Perfect Eze, Robin Hood and Gold 
Standard Footwear. 

Sam Kushins will cover the western 
states, operating from Denver and in- 
cluding that city. Al Rice has been 
assigned to Pennsylvania, New York, 
the New England states, Maryland, 
Washington, D. C., Virginia, West 
Virginia, North Carolina and South 
Carolina. 

In addition to these appointments, 
announcement was made that Joe 
Myers will continue his Perfect Eze 
sales and promotion activities in the 
Central states, from Wisconsin to 
Texas and Kansas to Ohio. 
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OUNG, vigorous and smiling, she’s the “right kind of customer” 
for you to seek. Alert to value, she analyzes every purchase. Com- 
fort conscious, she is insistent on shoes that feel well, even after the 
most tiring day. Fashion wise, she knows the last minute trends of 
fashion and her Natural Bridge Shoes reflect them. And she is learning 
a lot about Natural Bridge Shoes from our Powerful National Advertis- 
ing in Vogue, Ladies’ Home Journal, and Good Housekeeping—This 
is a portrait of the ‘right kind of customer,” and “she is a natural for 
Natural Bridge.”’ 


In the modern, competitive picture she stands out, a bright star, 
the ‘‘tight kind of customer.’ She’s well worth your cultivating and 
there’s a Natural Bridge salesman on his way to see you now to 
show you the line which has so impressed her. If you are not on 
his itinerary a note or a wire will secure an appropriate showing for you. 


WELTS ® SILHOUWELTS ® UCO LITTLEWAY LOCKSTITCH PROCESS 


we, 


z 
NATURAL BRIDGE ‘SHOES 


The Class of the Field. . . TMB\MIMIR@tOtaumen 
With Special Features In 
Line With the Current Trend leatures lor ‘<obumnal 


TO RETAIL AT 
$5-50 and $6-00 


ROMOLLA 
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Babel” Pride S hoemakers 


Division of Craddock-Terry Company—Lynchburg, Va. 
ALSO MAKERS OF THE FAMOUS Billiken JUVENILE SHOES 
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IT ALL ADDS UP TO 







DR. SCHOLL’S 
ARCH 
SUPPORTS 
GET RESULTS 
BECAUSE 
THEY GIVE 


q.7:,. sae 


CORRECTION 


No two persons’ feet have exactly the same arch condition. 
Every case is different, every 
case is individual. The only 
true correction is individu- 
alized fitting to each foot's 
need. This is possible with 
Dr. Scholl’s Arch Supports 
im ssible with so-called 

“arch support” shoes in 
which one standard elevation 
is expected to fit a// cases. 
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Thousands and thousands of 
“\ progressive shoe merchants are 
proving it every day—there is 
real money to be made—and 
made easily—with Dr. Scholl’s 
Arch Supports. 


There are millions of sufferers 
from weak arches in America— 
hundreds passing your store 
every day who should have 
Dr. Scholl’s Arch Supports... 


Nearly 25,000,000 consumers 
and 150,000 physicians every 
month are learning the facts 
through Dr. Scholl’s big adver- 
tising campaign in 17 of the 
country’s greatest magazines and 
medical journals. 


Merchants who show Dr.Scholl’s 
Arch Supports in their windows 
and inside their stores are cash- 
ing in on this demand. Dr. Scholl 
supplies dynamic, attention- 
arresting display material that 
turns “lookers’”’ into “buyers”. 


Mark-up on Dr. Scholl’s Arch 
Supports averages 48%—the unit 
sale is from $1.00 to $10.0¢ 
and the turn-over is fast. 


Maybe you are in business for the fun you get out of 
it—but we doubt it. Maybe you are just a “store- 
keeper” and not a merchant—we doubt that too. 
Maybe you would as soon see your competitors get- 
ting business that you might just as well be getting— 
but it isn’t likely. Here is business ready and waiting 
for you—profits you can get and ought to get. Go 


after them. 
Wnite for Catalog 
THE SCHOLL MFG. CO., Inc. 


213 W. Schiller St., Chicago 62 W. 14th St., New York 
112 Adelaide St., E., Toronto, Canada 


Df Scholls 


ARCH SUPPORTS 
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Shoe Vets 


THIS WEEK IN THE SHOE TRADE 
SATURDAY, NOVEMBER 13, 1937 
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NATIONAL NEWS 





Black Continues Lead in South 


Still in High Favor, Although a Noticeable Trend Is 
Seen Toward White and Colors in Mounting Volume 


MrAMI, Fita.—While black continues 
to lead everything in shoes, there is a 
very noticeable trend toward colors and 
white. This is particularly true of the 
Winter tourists, for as they arrive in 
Miami with dark shoes, their first re- 
action to the Summer-like climate is 
white or light footwear. One store re- 
ports more than 50 per cent of total 
volume during the past month was in 
white. Other shops are reporting a 
steadily mounting volume in the white. 
However, the peak of the white resort 
footwear season is still some distance 
away. Shoes that will harmonize with 
the new fall colors are what the Miami 
woman is buying. 

Burdine’s has been having a nice ac- 
ceptance on several new models. One 
is a medium-heel strap with two medi- 
um-size buttons. It is a combination 
shoe of suede and patent or suede and 
calf. In colors it is offered in black, 
blue, gray, Dubonnet or green. An- 
other very popular model has been a 
suede and calf pump in the graceful 
Hi-front style, with Lastex goring. It 
comes in navy, blue, brown and black, 
and has a trim of three rather large 
buttons. 

“Shades of brown or shades of blue,” 
says Cowen’s when introducing a clever 
open-toe high-laced front sandal. Sev- 
eral shades of brown suede and brown 
and tan calf are used in one shoe, 
while the other has multi-shades of 
blue suede and blue calf. This is a 
Cowen’s original model and is offered 
with a matching bag. Another very 
smart shoe that Cowen’s is promoting 
is a dull black gabardine combined with 
shiny black patent to form a high-front, 
open-toe sandal. It is a shoe that is 
well liked by the woman looking for 
the smart, chic, all-black shoe. 

At the Gables Bootery in Coral 
Gables, they report the outstanding 
shoe in point of volume to be a multi- 
colored tie. A number of smart com- 
binations of green, brown, blue and 
dubonnet are used in this shoe. The all- 
black suede pump is another shoe that 
is in high favor right now. 

One of the most attractive shoes of- 





DATES TO REMEMBER 


Monthly Shoe Buyers’ Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, III. 

November 29, 30, 1937 


Meeting of Orthopedic Shoe Men’s As- 
sociation, Hotel McAlpin, New York, 
GIG PM. reve ccwecess. Nov. 30, 1937 


National Shoe Travelers Association 
Twenty-Seventh Annual Convention, 
Hotel Morrison, Chicago, III. 

January 1, 2, 3, 1938 


National Shoe Fair, Hotel Stevens, Chi- 
cago, Ill. .......... Jan. 3, 4, 5, 6, 1938 


Northwestern Shoe Retailers Regional 
Association Annual Convention-Ex 
position, Hotel Radisson, Minnea- 
polis, Minn. ....Jan. 9, 10, 11, 12, 1938 


Joint Convention and_ Exhibition 
Southwestern Shoe Travelers Asso- 
ciation and Texas Shoe Retailers 
Association, Fort Worth, Texas 

Jan. 9, 10, 11, 12, 1938 


Michigan Shoe Dealers Association 
Annual State Convention, Hotel 
Statler, Detroit, Mich. 

January 9, 10, 11, 1938 


Indiana Shoe Travelers Association 
15th Annual Convention, Claypool 
Hotel, Indianapolis, Ind. 

Jan. 16, 17, 18, 1938 


Southern Shoe Exposition, Miami- 
Biltmore Hotel, Coral Gables, Fla. 
Jan. 17, 18, 19, 1938 


Middle Atlantic Shoe Retailers Asso- 
ciation Annual Convention, Benja- 
min Franklin Hotel, Philadelphia, 
MP es cacao February 13, 14, 15, 1938 





fered at The Mark Store, and a shoe 
which has had a tremendous sales ap- 
peal, is a classic pump, slim fitting as a 
glove, and with lines that slenderize 
any foot. It is available in black or 
brown suede, black patent, and kid in 
different colors. 

“Come down off your high heels,” 
says Nankin’s when introducing some 
smart walking shoes. Again it is a 


Production High for 
Nine-Month Period 





PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 


MILLIONS OF 
PAIRS 


SEPTEMBER 1937 
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Washington, D. C.—The latest sta- 
tistics on shoe production in the United 
States for September, 1937, released by 
the Bureau of the Census, Department 
of Commerce, show a decrease of 12.8 
per cent from August, 1937, and of 18 
per cent from September, 1936. How- 
ever, a total production for the nine- 
month period, January to September, 
inclusive, this year, indicates an in- 
crease of 8.8 per cent or 27,396,554 
pairs over the corresponding period last 
year. This report includes all foot- 
wear with the exception of rubber. 

All lines of footwear with the excep- 
tion of women’s shoes show gains for 
the nine-month period. This report 
indicates a decrease of 0.3 per cent or 
421,706 pairs, in women’s shoes for this 
period in 1937 as compared with last 
year’s figure. In the other lines, men’s 
dress shoes show an increase of 9.1 per 
cent or 5,226,116 pairs; men’s work 
shoes, an increase of 9.4 per cent or 
1,748,675 pairs; youths’ and boys’, an 
increase of 15.3 per cent or 1,825,575 
pairs; misses’ and children’s, an in- 
crease of 3.1 per cent or 862,848 pairs; 
infants. an increase of 16.5 per cent or 
2,644,482 pairs. 








two-leather combination that is offered 

and an open toe of criss-cross design. 
Burdine’s has been featuring a shoe 
for boys that has had a special appeal 
[TURN TO PAGE 51, PLEASE] 
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Open and closed toe sandals will be much in vogue 


for the Spring of 1938 





Our designers, lama actescisiiareya) of this fact, have created a smart and timely 
new version — the “’Rita’’ model. Fifth Avenue already has shoes made on 


this authentic favorite. It is available for all heel heights from 12/8 to 21/8 
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Marcus Minimizes in 
For Depression Fears 


[CONTINUED FROM PAGE 41] 


thing to be taken in stride? After all, we can’t eat to 
our capacity every day. 

“Don’t quote me as a ‘full-blooming optimist,’ how- 
ever, for that is not the impression I wish to convey 
either. I think we will have a firm holiday business. 
Those who have prepared and are preparing for the 
season with conservative wisdom, especially will profit. 

“As for the Spring, those who are looking to it with 
clear eyes, who will not face it trying to carry weight 
of others’ pessimism on their own ‘shoulders will do 
well. It’s an exciting season and those merchants who 
look for merchandise which will provide excitement and 
will gear their promotional plans accordingly will not 
do wrong. 

“Don’t become atrophied. If you don’t do as much 
as you did in the Spring of 1937, it isn’t written in 
the book that you have to.” 

He asked the shoe retailers present to “take back 
with you the inspiration in what you find here. Inspire 
your associates with your ideas, and with what you 
know and ask them to help you transmit them to 
your staffs. Today, we must conduct schools in busi- 
ness. It is important that every one know, from sales- 
clerk up, not merely you.” 

“With the handful of quality producers left, there 
should be insufficient production to meet the demand, if 
the retailer did a complete merchandising job in that 
line,” Mr. Miller declared. 

“Most of you are worried, wondering if we are 
going into a depression. I am not an economist, but 
I can tell you that there will always be a market for 
high quality shoes. We can only make the shoes, put- 
ting everything in the way of style and construction 
into them. Your job is to promote them,” he declared. 

He urged retailers to increase their efforts in arousing 
the enthusiasm of salesclerks about merchandise. “Tell 
them the purposes for which the shoe was designed, 
the costumes for which it was intended and with which 
it should be worn, the tie-ups you can make with 
other departments, the reasons why a woman wants 
a high quality shoe. Unless you do your job how can 
the guild stay in the quality field?” 

Mr. Miller also asked the cooperation of retailers 
in improving methods of attaining the “primary ob- 
jective of the guild—combating style piracy.” 

He said he had heard considerable criticism from 
some retailers of the practice of certain exhibitors at 
the guild show who did not admit them to their dis- 
play rooms. 

“We find no fault with non-guild manufacturers who 
have selected the same time as our show to display 
their lines at other hotels in the city, but we do find 
fault when information about a design of one of our 
manufacturers is turned over to a lower price producer 
the same day as it is displayed at our show.” 
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Kangaroo’s strength and lightness, together with 
its tight grain that takes a brilliant polish, are what 
have made it so ideal for well groomed, active feet. 
But some men want to know “why?” Kangaroo 
leather is 17% stronger, weight for weight, than 
any other leather, “why?” at any given strength it’s 
14.6% lighter. 


Fortunately, the same physicists at M.I.T. who sub- 
mitted all types of shoe leathers to studies and tests 
also determined what gave Kangaroo its extra 
strength. The microscope showed them that the 
Kangaroo skin fibres were intertwined and inter- 
woven, did not lie in flat layers, but produced a 
tightly woven mat. Lacing, or interweaving, is one 
of the principles of strength! 


Genuine Kangaroo is tanned in this country by the 
Surpass Leather Co., Philadelphia, the Richard 
Young Co., New York, and the Ziegel Eisman Co., 
Boston. When you sell a customer his first pair of 
shoes of genuine Kangaroo you can give him a 
reason why you recommend them. 


GENUINE 
KANGAROO 


TANNED IN AMERICA 
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PROFIT 
THROUGH PROMOTION 
IN 1938 









2. as the 1938 National Shoe Fair, to be held in Chicago, 
January 3, 4, 5 and 6, will provide the great common meeting place 
where merchants and manufacturers will gatner at the beginning 


of the new year to plan and prepare for another selling season, 


So, will the National Shoe Fair number of BOOT AND 
SHOE RECORDER afford the natural medium through 
which the shoe and leather industry will sound its key note for 


the comin g year. 


Editorially this issue of the RECORDER will endeavor 
to appraise the present business situation and its relation to shoes, 
and suggest plans and policies that hold out the promise of 


profits in 1938. 


Advertisingly, it will afford an opportunity for manufacturers 
to amplify their Shoe Fair message to an audience that embraces 
the rank and file of well rated shoe merchants throughout the 
length and breadth of the land. 


NATIONAL SHOE FAIR NUMBER 


BOOT AND SHOE RECORDER 
December 25, 1937 


It will be the annual year book of the Great National Shoe Weekly, a 
veritable Who's Who in Shoes, in Shoe Materials, Shoe Store Equipment, 
Shoe Accessories and Shoe Services. 

If you have not yet made your space reservation, a letter, phone call 
or wire to the nearest RECORDER office will bring a representative. 


Forms Close December 12, 1937 
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any other leather, is suited to this new smooth- 
surfaced theme. New Castle Kid, known the world over for its exquisite 


texture and fashion-sure colors, is gaining in prestige for spring promotion. 
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Ski Boots 


6 OOF OF Tee 





Ski Boots-Men’s & Women’s 
Goodyear Welt 
Construction 


Send for folder of Hi cuts 
mocass.ns and  ski-boots. 


7312 H. CONJOR SHOE CO., INC. 
197 Flatbush Ave. Brooklyn, N. Y. 




















Children's Shoes 
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HAND LASTED 
OHILDREN’S SHOES 
Finest Quality 


PEDICRAFT onene—Sreaa & Ritner Ste, 
Philadelph 5s 
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Dancing Shoes and Taps’ 
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FLEXIBLE TAP DANCING SHOES 





Lightening 
Step 
by 
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PROCESS 





IN-STOCK 


White Kid 
Women’s a “58 1.60 $1.65 
A-B-C-2'2-9 .... 1.60 ‘ 
Misses A-B-C-11¥4-2 sees 1.50 1.55 
Children’s B-C-8 . 1.40 1.45 


Owens SHOE Co. sertnnc: 








S. G. Pedigo with Illinois 
Shoe Mfg. Co. 


St. Louis, Mo.—S. G. Pedigo, former 
vice-president and director of the Pedi- 
go Company of this city, has joined 
the sales force of the Illinois Shoe Mfg. 
Company. Mr. Pedigo will cover the 
entire South, devoting particular atten- 
tion to the Southeast where he recently 
has been traveling. 

The Illinois Shoe Mfg. Company has 
recently expanded its business to in- 
clude a line of Sbicca footwear and at 
the same time it has transferred its 
executive headquarters to St. Louis 
from Pontiac, III. 


~ 
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Father and Son Head - 
Shoe Associations 


ALBANY, N. Y.—The Capital District 
Shoe Retailers Association held its an- 
nual meeting at the Hotel Ten Eyck 
on Tuesday evening of last week and 
received the report of T. Arthur Cohen, 
chairman of the 1937 State Convention 





JOHN A. BEAUMONT 


Committee, on the convention held here 
October 3-5. The Capitol District as- 
sociation voted to turn over to the state 
organization the sum of $300, repre- 
senting the balance from the conven- 
tion after payment of all expenses. 

Ernest A. Beaumont, newly elected 
president of the New York State Shoe 
Retailers Association, made a strong 
plea for new memberships in the Na- 
tional Shoe Retailers Association. 

John A. Beaumont, son of the state 
president, was elected president of 
the Capitol District Association, which 
is the strongest affiliated group in 
point of numbers in the state body, 
comprising as it does the several popu- 
lous cities in the immediate vicinity of 
the capital city, including Troy, Schen- 
ectady, Cohoes, Amsterdam and Hud- 
son, as well as Albany. 

State President Beaumont had the 
unusual privilege of inducting his son 
into office as president of the local as- 
sociation. The other officers elected by 
the Capitol District Association were: 
First vice-president John Kelly of 
Schenectady; second vice-president, 
John Ocker of Troy; treasurer, Ted 
Leighton of Albany; secretary, John 
Foley of Troy. 





Salesmen Meet in St. Louis 


St. Louis, Mo.—The Queen Quality 
and Dorothy Dodd sales force held their 
semi-annual convention here recently 
and were guests of the Progress Club 
of the International Shoe Company, for 
dinner. 

The following men represent these 





STOCK No. 461 


MANY 
MOTHERS 


frequently upon a physician's rec- 
ommendation, have protected the 
fast growing feet of their young 
‘children wi:h the progressive types 
of Mrs. Day's Ideal baby shoes. It 
is a simple matter, therefore, to 
attract the patronage of these 
mothers by offering Flexible Hard 
soles in the 2-8 run, carrying the 
same familiar trade mark. 


MRS. DAY'S 
IDEAL BABY SHOE 
COMPANY 


DANVERS, MASS. 
Mentaniesre: s nt ap pall 


FLEXIBLE HARD "SOLES 











two divisions of the International Shoe 
Company throughout the country: 

Charles E. Joss, New England; C. H. 
Foss, upper New York State and Ver- 
mont; N. C. Pyle, Pennsylvania, West 
Virginia and western Maryland; L. W. 
Fineberg, lower New York area, New 
Jersey, eastern Maryland and Dela- 
ware; W. A. Bodine, Virginia, North 
Carolina, South Carolina, Georgia, 
Florida, Alabama, Mississippi, eastern 
Louisiana; L. D. Mazur, southern Ohio, 
southern Indiana, southern Illinois, 
Kentucky and Tennessee; C. R. Drum- 
mond, Michigan and northern Ohio; 
J. S. Byrnes, northern Wisconsin, Min- 
nesota, North and South Dakota, Mon- 
tana, Idaho, Utah, Oregon, Washing- 
ton, western Canada; R. E. Byrnes, 
Kansas, Missouri, Nebraska Colorado, 
Wyoming; E. W. St. John, Arkansas, 
Texas, Oklahoma, western Louisiana; 
J. A. Luke, California, Nevada, Ari- 
zona, New Mexico; J. H. Chapman, 
northern Illinois, Iowa, southern Wis- 
consin, northern Indiana. 





Store Holds Formal Opening 


SuPERIOR, W1s.—Lederman’s recently 
observed the formal opening of its new 
store here, which carries a complete line 
of Star Brand shoes for the entire 
family. The firm has been in business 
for 42 years and is equipped with one 
of the most modern shoe repair depart- 
ments in the Northwest. 
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Simerson Named 
Wanamaker Buyer 


NEw YorK—William N. Simerson, 
who for the past 17 years has been in 
the shoe department of DePinna’s, 
Fifth Avenue store, here, five years as 


W. N. SIMERSON 


a salesman and for the latter twelve 
years as women’s shoe buyer, has been 
named as buyer in the upstairs wo- 
men’s shoe department at John Wana- 
maker. He fills the position left vacant 
by the resignation some months ago of 
Raymond J. Brickett. 

Mr. Simerson has spent his entire 
business life in the shoe trade with 
time out for the World War. He 
started out in his ’teens as a stock boy 
at Gimbel’s. Leaving there he worked 
as a salesman for one of the Hanan 
stores. After returning from the war, 
he joined DePinna’s as a salesman 
working up to assistant buyer and 
finally buyer in this store. He is an 
able and well-informed shoe man and 
his many friends in the trade wish 
him success in his new position. 





Shoe Company Chartered 


COLUMBUS, OHIO—The Republic Shoe 
Co., here, was recently chartered with 
$100,000 authorized capital, principals 
being D. H. Armstrong, Onieta Mc- 
Cauley, and Martin Krumlauf. 





Black Continues Lead in South 
[CONTINUED FROM PAGE 45] 


because it is made of football leather. 
It is a blucher style with leather lac- 
ings, of the same grain and color as a 
football, and guaranteed to take plenty 
of hard knocks, 

Another good promotion of this store 
is a moccasin for men, a new combina- 
tion house or lounging shoe or slipper 
made of luggage tan leather, with 
leather soles and heels, sturdy enough 
for outdoor wear, yet with all the com- 
fort points of a moccasin house slipper. 
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the tag 


-apptoval women 
; PANCO 
We” STA-TITE 


HEELS 





The exceptionally long wear 
delivered by Panco Sta-Tite 
heels, noted especially in the 


smaller sizes, accounts for 





U. S. PAT. NO. 


1,998,988 their popularity with manu- 


facturers of women’s walk- 


ing shoes. 


PANTHER PANCO. 


COM PANY 


CHELSEA, MASS. 
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St. Louis Jobs 
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MAKE EXTRA 
PROFITS NOW 


We are the largest dis- 
tributors of Cancellations, 
Jobs and Samples from all 
the better St. Louis factories. 
MEN‘'S—WOMEN'S—CHILDREN'S 
@ “While in town see Weil" @ 


M. K. WEIL SHOE CO. 


1332 WASHINGTON AVE., ST. LOUIS 














Carton Labels 
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LABELS 


TOLMAN- DAVIDSON 
ADVERTISING PRESS, Inc 
113 Lincoln Street, Boston, Mass 
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Dancing Shoes and Taps 
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PROFESSIONAL TAP DANCE SHOE 









White Side 
and 
Patent Chrome 
M%-12 Band C $1.50 
124-3 ABandC $1.50 
32-8 ABanadC $1.60 


DAVID T. NATHAN 
138 Lincoln S#., Boston, Mass. 























Wisconsin Travelers Meet 


MILWAUKEE, Wis.—The Wisconsin 
Shoe Travelers’ association held its first 
meeting since the Summer vacation, at 
the Plankinton Hotel here, recently. As- 
sociation activities for the coming year 
were outlined and discussed. 


- 
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F. J. Scholl Returns Abroad 


Cuicaco, Itt.—Frank J. Scholl, 
managing director of the foreign 
branch companies producing and sell- 
ing Dr. Scholl’s Appliances and Reme- 





FRANK J. SCHOLL 


dies, has just returned on the Queen 
Mary after a month’s vacation in the 
United States. Most of Mr. Scholl’s 
vacation was spent on his farm near 
La Porte, Indiana. 
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Moulded Foot Supports 





Patents Applied For And Pending 
MaDe IN ALL SIZES, MEN’S AND WOMEN’ s, 
ARROW AND MEDIUM WIDTHS 
Retail Price Price Per 


Per Pair Dozen Pair 
META-MOLD 
(Metatarsal) ..... $1.00 $6.00 
HIGH-ARCH (Longi- 
tudinal Elevation) 2.00 12.00 


To pare proper fit we allow 10¢ 
and 25¢ as salesmen’s allowance. 


DANIELS SHOE . PRODUCTS 
PORT CHESTER, N. , oe. 


SUPPORT 


FOOT 











Harry Epstein 

GREENSBURG, IND.—Harry Epstein, 
56 years old, widely-known shoe mer- 
chant, died here of heart disease re- 
cently. 





Shoe Club Holds Annual Dinner-Dance 





Part of the more than 200 shoe men and their ladies who attended the annual 
dinner-dance given by the Shoe Club of New York. In the foreground is Leonard 
Friedman, president of the Club. 


New YorK—Two hundred shoe men 
and their ladies joined together to make 
the Shoe Club of New York’s fourth 
annual dinner-dance, held Saturday 
evening, November 6, at the Hotel Mc- 
Alpin, one of the finest evenings on the 
calendar of social events of the shoe 
industry. The affair was strictly for- 
mal but even the boiled shirts did not 
detract from the evening’s enjoyment. 

Following an excellent dinner, dance 
musice was furnished by a nationally 
known orchestra and the evening’s en- 
tertainment contained talent of an ex- 
ceptional nature. 

Barney B. Kimless, chairman of the 


entertainment committee, did himself 
proud by supplying an outstanding 
show. So many encores were insisted 
upon that the time allotted the enter- 
tainers was nearly doubled. 

Directly following the dinner, Leon- 
ard Friedman, president of the Shoe 
Club, was called upon to greet the gath- 
ering. In a few selected words he 
thanked those at hand for their pres- 
ence and described briefly his ambitions 
for the club. 

The evening progressed gayly into 
the wee, small hours of the morning 
with the revellers heading home after 
3 a. m. 
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Vitality a View Spring Line 
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The sales force of the Vitality Shoe Company viewed the new Spring line on the 
foot at their recent convention in St. Louis. Each model carried a card naming 
the pattern, last and heel height, simplifying the identification of each shoe. 


St. Louis, Mo.—The Vitality Shoe 
Company presented their Spring lines 
of women’s, men’s, boys’, and chil- 
dren’s shoes to an enthusiastic sales 
force in this city, recently. A dinner 
and a revue of Spring styles was ten- 
dered to the sales representatives and 
some fifty merchants from all sections 
of the country who were present for the 
occasion. 

The salesmen and their customers 
were seated opposite a runway con- 
structed the length of the dining hall 
and as each pattern was shown, a brief 
description of its type and place of im- 
portance in the line was given by Rob- 
ert E. Clark who conducted the revue 
in the absence of Charles E. Goodrich, 
the Vitality stylist. 

This meeting was also largely at- 
tended by officers and directors of the 
International Shoe Company. A. B. 
Fletcher, general manager of the Vital- 
ity branch, was unable to attend be- 
cause of illness and C. L. Hein, sales 
manager, presided and introduced the 
visiting merchants, company officers 
and members of the Vitality sales force. 

The new lines for Spring, which con- 
tain a number of new features includ- 


ing Delmac construction for certain 
styles in the featherweight line, and 
also a line of shoes for growing girls, 
misses and children, made by this proc- 
ess to supplement the regular showing 
of Goodyear welt shoes which the com- 
pany has featured for some time past, 
were enthusiastically received by all 
present. 

No change in the Vitality sales or- 
ganization has been made and the fol- 
lowing is a list of the salesmen and 
their territories: 

M. P. Bringardner, Indiana, Michi- 
gan; J. R. Burriston, California; R. C. 
Farrar, Texas; J. W. Field, Southern 
states; R. D. Fletcher, Rocky Mountain 
states; W. J. Harney, Ohio; W. L. 
Jonakin, Virginia, West Virginia, Ken- 
tucky, Maryland; J. L. Locke, South- 
eastern states; J. G. Mazur, Illinois, 
Iowa; A. R. Moore, Minnesota, Wiscon- 
sin, North and South Dakota; W. M. 
O’Bryen, Missouri, Kansas, Oklahoma; 
Larry O’Connor, Eastern Pennsylvania; 
A. W. Shaw, New England; H. E. Sum- 
mers, western Pennsylvania; J. C. 
Thomas, New York State; A. K. Um- 
phrey, Northwestern states; M. A. 
Weiss, Greater New York area. 





Boston Shoe Club 
Opens Season 


Boston, Mass.—The 1937-38 season 
of the Boston Boot and Shoe Club will 
be opened November 17 with a dinner 
meeting at the Hotel Lenox and with 
Dr. William Trufant Foster as guest 
speaker of the evening. 

Dr. Foster, who will talk on “Where 
Is Business Headed,” has a national 
reputation as author, economist and 
public speaker. He has spoken at near- 
ly all the leading colleges in the United 
States, has participated in forums from 
coast to coast and in nation-wide 
broadcasts. 

The second meeting of the season, 
to be held December 15, will have as its 
speaker the Rev. M. J. Ahern, S. J., 





widely for his research work in geology 
and chemistry and active in the work 
of the National Conference of Jews 
and Christians. His subject will be: 
“Communism, Fascism, Democracy or 
What?” 





Edwards Shoe Stores Opens 
New Department 


SAVANNAH, GA. — Edwards Shoe 
Stores, Inc., have opened a new shoe 
department in Leopold Adler’s Depart- 
ment Store in this city. The new de- 
partment has been completely remod- 
eled and equipped with new and modern 
fixtures. 

Located on the first floor of the store, 
this new department has been made 
into an outstanding spot for the sale 
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the whole year round! 


Weejuns are popular in many places, 
all seasons. On the beach. In the 
locker. On camping trips. By winter 
firesides. North, South, East and 
West, men and women alike are find- 
ing more and more uses for them. 


Weejuns are more than slippers, 
more than moccasins. They make an 
ideal present. Get them in your store 
before the Christmas rush. 


And find out more about the popu- 
lar Bass line. Boots, shoes, mocca- 
sins, ski-boots—outdoor footwear for 
every purpose. Write for price list 
and illustrated booklet. 


G. H. BASS & CO. 


138 Main Street Wilton, Maine 











of shoes. The floor has been covered 
with a_ wall-to-wall carpet and the 
latest chrome steel fitting chairs, up- 
holstered in leather in corresponding 
tones to match the color scheme of the 
department, have been added. 

Howard Claunch, promoted to this 
position from one of the other stores, 
will manage this new department which 
features shoes for women and children. 





Purchase Foot Saver Shop 


CoLuMBus, OHI0O—Charles E. Hollo- 
way and Walter Bias have recently 
purchased the Foot Saver Shop at 110 
South High Street in this city. 

Mr. Holloway has been in the shoe 
business for the past 25 years, 12 years 
of which he spent with the F. & R. 
Lazarus Co., here, first as assistant 
buyer and for the past nine years as 
buyer. 

Mr. Bias has had 22 years’ experience 
in the shoe business. He spent 17 years 
with the Geo. E. Keith Co. in their 
retail stores in Huntington and Wheel- 
ing, West Virginia, and as manager of 
the Columbus, Ohio, store. During the 
past three years Mr. Bias was man- 
ager of the Orthopedic footwear depart- 
ment of the F. & R. Lazarus Company 
under Mr. Holloway. 

Mr. Holloway and Mr. Bias are as- 
sisted in their sales department by Paul 
V. Loudner, who worked with and 
under Mr. Holloway at the Lazarus 
store for 12 years. 
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Ballet Slippers 
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BALLET SLIPPERS—IN STOCK 
FINEST QUALITY, BENCH MADE 


Ne. 100, Bik. Kid, Seft Tee 
Turns, Rights Lefts. 







6-11 11%-2 MB 

12 212 22 
SCHWARTZ & HERDER, Inc., Mfrs. 
70-72 NO. 4TH ST. PHILA., PA. 
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Men's Shoes 
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“HIGHEST GRADE ONLY" 
EAST WEYMOUTH, MASS., U.S.A. 












RAW CORD LEATHER 
QUARTER 
LININGS 
. . 
SPECIAL WATER 
RESISTING TANNAGE 


SOLE & HEEL 






GREAT 
EASTERN 
SHOE CO. 


186 LINCOLN ST. 
BOSTON 
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Ski Boots 


i hi ed 
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SKI BOOTS 


T IN PRICE 


er Sport S/ 


R. J. Sawyer, inc., 2 Main St., Freeport, Me. 











Moves and Modernizes Store 


Detroit, MicH.—M. A. Birndorf, 
owner of Birndorf’s Boot Shop former- 
ly located at 7330 Michigan Avenue, 
this city, has move his shop to larger 
and more modern quarters at 17070 


~ 
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Michigan Avenue. The new shop has 
been completely remodeled and modern- 
ized with the addition of new and mod- 
ern fixtures. A new front of vitrolite 
has also been installed. 

The new store is located on the cor- 
ner of the block and its .modern ex- 
terior, coupled with three neon signs, 
make it an outstanding store of the 
neighborhood. 





Brockton Shoe Workers 
Waive Pay Increase 


BROCKTON, Mass.—After a careful 
consideration of present business Condi- 
tions, their effect upon the shoe indus- 
try and the interests of the Brockton 
district, the price committee of the 
Brotherhood of Shoe and Allied Crafts- 
men voted that the present contract 
with the Brockton Shoe Manufacturers 
Association, Inc., dated August 16, 
1937, providing for certain wage in- 
creases, be waived and the terms of 
the contract, dated January 11, 1937, 
prevail until further notice. The price 
committee has also recommended to the 
general board that a new agreement 
embodying the above provisions be 
made with the Brockton Shoe Manu- 
facturers Association, Inc. 
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DANVERS SHOE Co 











Opens Shoe Department 


CoLumMBus, OH10—Lee Cohen, a for- 
mer manager for the Mathes Shoe 
Company of St. Louis and formerly 
employed by the Wohl Shoe Company 
of St. Louis, has opened a shoe depart- 
ment in the new Bullock store in this 
city. Mr. Cohen has a novel idea of 
sizes in that he will carry sizes from 


two to ten, AAAA to C widths. 





Shoe Travelers Dinner Draws Big Crowd 





This group photograph shows a section of the Grand Ball Room of the Hotel 

Roosevelt with a part of the crowd of shoe men who attended the stag dinner 

given to visiting shoe men by + o~— ‘aad Shoe Travelers Association of 
ew York. 


NEw YorK—The Boot and Shoe 
Travelers Association of New York 
successfully staged their second stag 
dinner of the year on Election Night, 
November 2, in the Grand Ball Room of 
the Hotel Roosevelt. Their first ven- 
ture into an affair of this sort was 
given last Spring. The Boot and Shoe 
Travelers Association hold these affairs 
during the Shoe Fashion Guild Open- 
ings when shoe men from all over the 
country converge on New York. 

This year attendance at the affair 
was nearly 600 with the majority of the 
men from the retail end of the shoe 
trade representing every section of the 
country and including Canada. 


The evening’s festivities started off 
with a turkey dinner with which was 
included all the trimmings. Following 
this were two hours of entertainment 
and fun-making, finally concluding 
about 11.30 p. m. 

Charles Havranck, genial secretary 
of the Boot and Shoe Travelers Asso- 


‘ ciation, for whom much credit should be 


given for his work in making this affair 
the success it was, declared that he was 
very much pleased with the response 
to this affair and concluded that it 
looked as though it would be necessary 
to secure a larger hotel for the next 
affair of the sort. 
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Obituaries 
Charles I. Slipher 


INDIANAPOLIS, IND.—Charles I. Sli- 
pher, 63, president of the Indiana Shoe 
Travelers Association and _ widely 
known in the shoe industry, died of 
heart disease November 1, at his sum- 
mer cottage on White River, near 
Indianapolis. 

He was a native Hoosier, born in 
Mulberry, Ind., where he was educated 
in the public schools and got his early 
training in the shoe business. He came 
to Indianapolis in 1900 and took charge 
of the women’s shoe department in the 
old New York Store where he remained 
until 1915. After leaving there he be- 
gan selling shoes and traveled for 
many of the leading shoe manufactur- 
ers. At the time of his death he was 
traveling for the Longini Shoe Co., 
Cincinnati, Ohio. 

Mr. Slipher had been active in the 
Indiana travelers association for many 
years. Before being elected president 
of that organization, he served as sec- 
retary. His health had been poor for 
some time and he recently suffered a 
heart attack while talking to some 
friends in the shoe travelers club rooms 
in the Hotel Washington. Since then 
he had been under the doctor’s care. 
but was showing signs of improve- 
ment. His death was unexpected and 
came as a great shock to his many 
friends in the shoe trade. 


1937 


Funeral services were held on Satur- 
day, November 6, with burial in Crown 
Hill cemetery. He is survived by his 
widow, Margaret Slipher, and his aged 
father, living in Danbury, Wisconsin. 


Harry Hutter 


LEBANON, Pa.—Harry Hutter, 62, of 
Ephrata, vice-president of the Ephrata 
Shoe Company, died on October 31 in 
a Lebanon hospital as the result of in- 
juries suffered in an automobile acci- 
dent five miles south of Lebanon. 





Opens New Store 


BECKLEY, W. VA.—The Cannon Shoe 
Company have just opened a new store 
in Beckley, West Virginia, having 
moved from an old location in the same 
town. The new store dimensions are 
21 ft. x 90 ft. 

This store has two large windows 
and island showcase done in black 
vitrolite with chromium trimmings, The 
interior is of solid walnut with a mod- 
ernistic display for hosiery and bags. 

Ben Myers, who has been in the shoe 
business for 20 years and managing 
stores for this firm for the past five 
years, is* manager of the new store 
which is conducted under the name of 


Newark Shoe Store. 
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VAN TAN INNERSOLES 
ENCOURAGE REPEAT 
SALES 


The original resilience 
and flexibility of Van Tan 
Innersoles is permanent— 
unaffected by conditions 
which cause ordinary in- 
nersoles to harden, curl 


and crack. 


VAN TASSEL LEATHER CO. 
NORWICH, CONN. 


ANIAN 


the perfect leather innersole 
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to his requirements. . . 


your hands. 
details. 


Advertising Ideas 


Merchandising Ideas 
Employer-Employee Ideas 


Ideas to Attract Children 


Annwversary Sale Ideas 
39 Chapters Spring and Summer Ideas 


oting Contest Ideas 
337 Pages Mailing List Ideas 
Dollar Day Ideas 
3 00 Mother’s Day Ideas 
ie 
POST 


Hosiery Ideas 


Please re- 
mit with 
order 


239 West 39th Street 





Buy THIS Book 


Quick Help for Shoe Retailers 


This is the first and only book of its kind; an en- 
cyclopedia of practicable, workable ideas for the alert, 
experienced merchant. Not a theory in the book—all 
“rock bottom” facts. ... It is NOT just another shoe 
book, but offers the shoe merchant the best ideas from 
almost the entire retailing field for instant adaptation 


“2222 RETAILING IDEAS” 


Enables you to put ideas into action from the hour it reaches 
Concise, all “meat,” it is ten 
books boiled down into one—a time-saver for 
the busy merchant, and a reminder of important 
Some of the 89 CHAPTERS— 

Ideas for Shoe Selling, Display, Stock-keeping 


Prize, Discount and Gift Ideas 
Unusual and Miscellaneous Ideas 
Management and Economy Ideas 


Ideas That Make Stores More Attractive 
Ideas That Attracted Christmas Crowds 
Ideas for Merchants Who Get Together 


Cash, Credit and Collection Ideas 


PAID 2222 ideas, seven for a cent; one used 
more than pays for the book. 
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THE SHOE BUYING CENTER 
IN NEW YORK 


the crossroads of the trade . . . where 
the season's newest and most significant 
shoe styles are now on display. 


Shop the Marbridge Building for au- 
thentic shoe styles. The showrooms of 
the shoe industry's leading manufactur- 
ers . . . conveniently assembled under 
one roof .. . offer you a splendid 
opportunity to look before you buy. 

















Many guests remark about the unusual cleanli- 
ness of Hotel McAlpin. The beautiful new rooms, 
recently completed, deserve to retain their im- 
maculate charm and comfort. And throughout, 
the entire hotel is “spick and span”. Kitchens are 
spotless, public rooms, guest rooms, even corri- 
dors are thoroughly groomed every day. Such 
care is just another item in the policy of the 
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McAlpin management ... and another reason why 
so many people prefer this fine New York Hotel. 
*WHISTLE John J. Woelfle, Mgr. 


HOTEL MCALPIN 


“The Center of Convenience” 
Broadway at 34th St. 


NEW YORK 





$950 


SINGLE 


$400 


DOUBLE 





SPACIOUS MODEL SAMPLE ROOMS FROM $5.00 
ROOMS with BATH from 


$450 


TWIN 
BEDDED 



















600 ROOMS ‘2 
SINGLE WITH BATH 

DOUBLE WITH BATH..#3, 
32nd. & BROADWAY 








Buford H. Jones Feted By Sales Force 





Buford H. Jones, president of Dunn & McCarthy, Inc., cuts the big cake on which 
woas inscribed the good wishes of the Enna-Jettick sales force at the stag dinner 
recently tendered him by the salesmen. 


AUBURN, N. Y.—Buford H. Jones 
was guest of honor at a stag party held 
at Deauville-on-Owasco to celebrate his 
recent election to the presidency of 
Dunn & McCarthy, Inc. The party was 
given by the Enna-Jettick sales force 
while in Auburn for their semi-annual 
convention. Besides the salesmen the 
party was also attended by a number 
of the executives of the company. 

Ray F. Drew headed the salesmen’s 
committee, assisted by Charles Foukal, 
Jack Gorman, P. M. Prosser and Law- 
rence Jones. Mr. Drew opened the 
festivities with a toast to Mr. Jones 


and following this, went on to give a 
short history of Mr. Jones’ life in the 
shoe trade. At the conclusion of his 
talk, Mr. Drew presented Mr. Jones, on 
behalf of the salesmen, an elaborate 
game set. Following Mr. Jones response 
to this, William M. Emerson, newly- 
elected vice-president, gave a few re- 
marks and he in turn was followed by 
Charles E. Heckel, secretary. 

During the dinner Mr. Jones was 
presented with a large cake on which 
was inscribed the following: “To Bu- 
ford H. Jones, our new president, with 
loyalty and sincere good wishes from 
the Enna-Jettick sales force.” 


Louis Hartman on 


Western Trip 


Boston, Mass. — Louis Hartman, 
manufacturer of the famous Hannah- 
sons “In Stock In Style” line of san- 
dals, is now on the west coast looking 
ever the styles of Hollywood prepara- 
tory to getting out the Spring line of 
Sandals. 

Mr. Hartman is visiting the trade 
with Harry Berkowitz who represents 
the Hannahsons Shoe Company in 
southern California, after which he ex- 
pects to spend some time in San Fran- 
cisco with Abe Shapiro and then take 
in the northwest coast territory with 
C. E. Carpenter, who covers that sec- 
tion. In all, Mr. Hartman plans to be 
away four weeks. 





L. N. Bower Joins Sbicca 


PHILADELPHIA, PA.—Lester N. Bower, 
who during his years in the shoe trade 
has been connected with several of the 
well-known quality shoe manufacturers 
in the New York district, has joined 
the sales staff of Sbicca, Inc., of this 
city. He will cover his old territory in 
the Mid-West and also handle several 
special accounts in the East. 

Mr. Bower is very pleased with his 
new position and looks forward to see- 
ing the many friends he has made in 
acne ees trade during his years on the 
road. 
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London Letter... 


(CONTINUED FROM PAGE 15) 





It is remarkable what a small per- 
centage of grains are cut in custom 
grains, and how very closely their oil 
treated leathers resemble our own. Ex- 
cept for the long grain which is enjoy- 
ing some popularity, the grains that 
are cut, confine themselves to very 
rugged country shoes. Pigskin partic- 
ularly in heavy brogues. 

London shoes are chiefly of interest 
from the standpoint of slight custom 
“refinements” that the bootmakers man- 
age to put into their shoes and are nota- 
ble for their utter lack of trick “custom 
details.” Illustrated are several of 
these refinements, the fitting of tongues, 
the seaming of a vamp, and a kiltie 
tongue to make a much better fit, the 
use of a black welt and a light yellow 
stitch on a luggage colored raglan 
blucher, the use of four rows of hand 
stitching as a lace stay detail on custom 
bluchers. These are the significant and 
beautifully characteristic English de- 
tails. These, and the way they finish 
their shanks and bottom their shoes, 
and always with but one color. 

From a standpoint of lasts, the long 
and slim, but slightly fuller tapering 
square toe is their most significant de- 
velopment. This beauty is seen in cus- 
tomized brogues and in bluchers. The 
blucher .illustrated is to my way of 
thinking, the outstanding shoe of the 
London season. It is to be seen every- 
where in black and brown, in various 
leathers, but it is seen notably in a rich 
London tan smooth calf. 

For the gentlemen who sell boots and 


are looking for a new thing, and for 
those of you who did well with the 
jodhpur for country wear a year ago. 
notice well the ghillie pattern adopted 
to this shoe. It seemed as though this 
boot was everyday wear at the races 
and was seen in a slightly boarded 
leather given the appropriately enough 
name, Polo calf. 

I recall some comment about a year 
ago as to what future the Norwegian 
pattern might have as a slipper pos- 
sibility. Two bootmakers in the Burl- 
ington Arcade have developed this’ shoe 
in a tan, strictly made of hair seal- 
skin and trimmed and finished with 
natural lizard. It may also be seen in 
all-over reptile and in the sealskin 
trimmed with red. 

We had heard so much about the 
monk pattern that it was surprising to 
find so very few of them displayed and 
practically none of them being worn. 
Those that were seen had a very small, 
but full kiltie tongue, falling just low 
enough to cover the strap, which seems 
to belie the old story that the strap is 
the most beautiful part of the Monk 
and that classic types should not be 
given new treatments. 

It is particularly interesting to note 
that the evening shoes as seen in 
Piccadilly are almost universally 
black patent bal oxfords. Of course, 
the pump is seen with the tail coat 
and occasionally a two eyelet low-cut 
blucher is in evidence, but in the 
evening category the strap or monk 
type was not to be seen at all. 





Paramount Salesmen Meet 


St. Louis, Mo—The annual sales 
meeting of the Paramount Shoe Mfg. 
Co. and the annual banquet at the 
Jefferson Hotel was held here recently 
and was attended by the entire sales 
force. The meeting and likewise the 
banquet was presided over by the com- 
pany’s vice-president and sales man- 
ager, Morris Kalmon. 

A vacant chair was in evidence at 
the banquet in honor of the late I. 
Cohen, a member of the sales force for 
a number of years, and whose untimely 
and lamented demise occurred only a 
few months ago. Charles Toppino and 
William Thomas, other deceased mem- 
bers of the sales force, were also 
brought to memory in mention by the 
sales manager, who requested a mo- 
ment of deep silence and reflection in 
honor of the deceased members. 

Sam Wolff, president, was also in 
attendance at the banquet, and stressed 
his assurance to all present that the 
Paramount product would be better 





than ever before, if careful purchases 
of material, proper fitting patterns, 
and good workmanship will bring 
about such betterment. 

The usual prizes were awarded va- 
rious salesmen, the first going to Abe 
Plotkin, eastern representative, for the 
largest percentage of increase in sales 
during the year. Art Pett, north Mid- 
dle West representative, and Bob Gar- 
rett, Southeast representative, were 
awarded second and third prize re- 
spectively. At the close of the banquet 
each salesman was awarded a beautiful 
billfold with the company’s insignia, 
as a souvenir of the 1937 assembly. 

Al Levine of the Mirro Leather 
Goods Company was an honor guest 
at the banquet and gave a very in- 
teresting talk on the bags produced by 
his company. This line of bags is car- 
ried by all Paramount salesmen. 

All salesmen are now in the field 
and each has predicted an increase in 
sales over 1937, which in itself was a 
very satisfactory year for the com- 
pany. 
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Orthopedic Shoe Men 
to Seek State License 


(CONTINUED FROM PAGE 36) 


































































“Thus we urge every orthopedic shoe 
man, whether store owner or employee, 
to affiliate himself with his professional 
organization and send for an applica- 
tion now.” The organization would be 
happy to communicate with any such 
group and offer whatever aid is pos- 
sible in the formation of like bodies. 
All communications and applications 
should be addressed to Ralph W. 
Merians, 222 East 57th Street, New 
York City. 

Although it was voted that meetings 
are to be held the last Thursday of 
every month, the November meeting, 
due to the Thanksgiving holiday, will 
be held Tuesday, Nov. 30, at the Hotel 
McAlpin, New York City. At this 
meeting, the organization will com- 
mence the first of its series of educa- 
tional lectures which have been sched- 
uled by its Educational Program Com- 
mittee. The topic will be “Common 
Foot Disturbances and Their Relation 
to Shoes,” and will be delivered by a 
well-known podiatrist. The meeting 
will begin promptly at 8:15 P.M. An 
enjoyable as well as an_ instructive 
evening is promised to all who attend. 


Michigan Retailers to Hold 
Joint Convention 


DETROIT, MicH.—The Michigan Re- 
tail Shoe Dealers Association will hold 
a convention jointly with the Michigan 
Shoe Travelers Club on January 9, 10 
and 11, at the Hotel Statler, Detroit. 

One of the outstanding features of 
this convention will be the selection of 
the typical American foot; the foot 
must have all those characteristics 
which may be called typically Amer- 
ican. A prize will be awarded to the 
one selected. Contestants for the honor 
are expected from all over the state. 

A large number of exhibitors have 
already made reservations for space at 
the convention, and the number of ad- 
vance reservations has thus far been 
far greater than at the same time last 
year. 


Leases Shoe Department 


WENATCHEE, WASH.—The Miller De- 
partment Store has leased their shoe 
department to T. Siemons, who held 
the position of shoe buyer at the Mc- 
Bride department store. Both men’s 
and women’s shoes are being carried. 
All new chrome furniture has greatly 
increased the appearance of the de- 
partment. 
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SALESMAN WANTED 


LINE WANTED 


POSITION WANTED 








HAVE openings now for three high grade sales- 
men to sell popular priced In-Stock line 
Women’s Novelty Footwear in Southern Cali- 
fornia, Georgia and Florida. Qualifications must 
include road selling experience and a desire to 
make real money. Address F-563, care Boot & 
Shoe, Recorder, 1627 Locust St., St. Louis, Mo. 





SIDE. -LINE salesmen. North, South and West 
territory open for fast selling popular priced 
infants’ 2 to 9 quality stitchdowns. Liberal 
commission. Address F-562, care Boot & Shoe 
Recorder, 1627 Locust St., ‘St. Louis, Mo. 





RESIDENT Salesmen—Men’s, Boys’, Youths’, 
Growing Girls’, Misses’ and Children’s popu- 
lar priced stitchdowns for Alabama, Mississippi 
Louisiana, Texas, Oklahoma, Arkansas, e- 
braska, Missouri, Illinois. Indiana, Kentucky, 
New Jersey, Delaware, Eastern Pennsylvania 
and up state New York. Liberal commissions 
paid. Address F-543, care Boot & Shoe Recorder, 
140 Federal St., Boston, Mass. 





FOR SALE 


CALIFORNIA'S most beautiful shoe store. 
Best location in trading area of 400,000. 
Address F-564, care Boot & Shoe Recorder, 239 
West 39th Street, New York City. 








WANTED TO PURCHASE 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Etc. 
IRVIN RUBIN 
“The House of Jobs’’ 
89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 








Buyers of Surplus Stocks 
we . J surplus or entire stecks ef shoes 
from man wrers. jobbers er retailers. 
yrs verties NO OBJECT 
KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, N. Y. 








Telephone WORTH 2-5180. 518! 





WANTED—Fast Line of In-Stock Ladies’ 

Sandals and Novelties for Louisiana and 
Southern States. Address F-565, care Boot & 
a Recorder, 239 West 39th Street, New-York, 





WANTED—Make up only. Fast Line of 
Ladies’ Sandals. Retail two to four dollars— 
for Louisiana and Mississippi. Address F-566, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


YOUNG salesman 22 years old wants line of 
men’s or women’s shoes retailing $4.00 to 
$7.50. Ohio, Michigan, Indiana. Free to take 
any territory. 7 years’ retail and repair experi- 
ence. A-1 reference. Address J. Larsen, Dover 
Center, Ohio. 


ANTED—Ladies’ and Children’s Novelties 
for Georgia and Florida. Best of references. 
Established trade. Address F-568, care Boot & 
ogg Recorder, 239 West 39th Street, New York, 











YOUNG man, best references, residing New 
York, desires connection with manufacturer 
or distributor—Eastern Territory. What can 
you offer? Address F-569, care Boot & Shoe 
a el 239 West 39th Street, New York, 





FE, XPERIENCED shoe man, married, desires 
position calling on retail trade, reputable 
line. Address F-572, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





Selling More Young 
Men’s Styles 


San FRANCISCO, CALIF.—“We are 
going in more for younger men’s styles 
and getting an excellent response,” 
says S. C. Olsen, manager of the Nunn- 
Bush Shoe Store at 824 Market Street. 
“There is a marked tendency to smarter 
styles among our customers; they are 
responding better to style types of 
shoes. Brogues in grains and heavier 
types of shoes are showing more action 
during recent weeks. We are getting 
the business from football fans and as 
a result our week-day business is much 
stronger than during recent months. In 
spite of strikes and consequent failure 
of our usual tourist business, our sales 
volume is ahead of last year. We are 
showing steady gains and hope to end 
our year with at least a 10 per cent 
gain.” 

This firm has one store and four shoe 
departments in men’s clothing stores in 
this city. 





AVAILABLE 


Merchandiser - Stylist - Buyer - 
Advertising Man 


This executive organized a shoe chain of 
31 units in the middle of the depression, 
built it up to over a million dollar shoe 
business, acknowled; be one of the 
fastest styled lines in America. Well con- 
versant with modern merchandising; con- 
sidered the most acknowledged authority 
on the style demand for the younger gen- 
eration. A college graduate with a C.E. 
degree and a C.P.A. degree. 


Address F-573, care 
BOOT & SHOE RECORDER, 
239 West 39th St., New York, N.Y. 











SHOE BUYER AND MERCHANDISER with 
ten years’ of experience popular priced shoes. 
Thorough knowledge in up-to-date methods, unit 
and stock controls. Can show profits. Accus- 
tomed to handling large volume. Familiar with 
all shoe markets. Employed at present. Desires 
to make change with responsible firm. Can fur- 
nish the finest references. Address F-561, care 
Boot and Shoe Recorder, 209 S. State St., 
Chicago. 


SOE EXECUTIVE OR BUYER: Here is 
your opportunity to acquire the services of a 
capable and intelligent assistant who is now em- 
ployed but seeks further advancement. Eight 
years in Merchandising Department of large, 
successful, eastern chain organization. College 
education, executive experience, age 30, married. 
Address F-567, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


ORTHOPEDIC Shoe Salesman also experi- 
enced in arch plates and appliances. Address 
F-570, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 











YOUNG man thoroughly experienced family 
and orthopedic shoes, married, good refer- 
ences. Address F-571, care Boot & Shoe 
oo 239 West 39th Street, New York, 
ic Be 








Open New Family Store 


RaAcINE, Wis.—The Roberts Shoe 
store has been opened at 314 Main 
St. here by Ernest Levin, manager of 
the shoe department of the Racine Dry 
Goods Co. for the past three years, and 
James Phillips, general manager of 
Mullen’s department store in Kenosha, 
Wis., for ten years. The store will 
carry a complete line of men’s, wo- 
men’s and children’s shoes. 





address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
When 3 box number is desired twelve words should be added for the address. 


The rate tor all display classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
{= Advertisements ior this page must be in our New York office on Friday of the week preceding publication. “#-} 


In all other cases each word of the 
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Physical Culture Plans 
Expanded Selling Program 


New YorK—The Physical Culture 
Shoe Company, division of the Selby 
Shoe Company, Portsmouth, Ohio, fol- 
lowing the termination of a year’s sell- 
ing of their new medium-priced Physi- 
cal Culture line and satisfied with the 
reception it has received in the retail 
trade, have put into effect a greatly 
expanded selling program for the com- 
ing Spring season. 

During the past year their activities 
on this line were of a test nature. 
Their activities were limited to a rep- 
resentative but smaller area in order 
to get consumer reaction to the offering 
of a well-known shoe at a more popu- 
lar price. As the results of this test 
have been more than satisfactory, the 
company plans to greatly expand their 
territory and promotional activities on 
this line. 

More facilities have been placed at 
the disposal of the Physical Culture 
Shoe division of the company through 
the discontinuance of the Vani-Tred 
line of which its facilities and certain 
outstanding features have been incor- 
porated into the Physical Culture line. 


Marshall H. Stevens is the sales man- 
ager of the Physical Culture division 
with his headquarters in Portsmouth, 
Ohio. Operating from the New York 
office will be Walter Tufts, who will 
cover the Middle Atlantic and New 
England territories, together with 
Claude R. Abell. 

‘he mud-western territory from 
Syracuse, N. Y., to Minneapolis, will 
be covered by Otto G. Adams, who was 
for 17 years shoe buyer at Carson- 
Pirie-Scott in Chicago, and more re- 
cently with the Pontiac Shoe Co. 

The south-eastern territory will be 
covered by A. F. Cunningham and the 
southwest by Alfred Wiskochill. In 
the West, W. Varner Altsman will 
represent the line in conjunction with 
William Pryor who has traveled the 
Pacific Coast for over 20 years. 


Weyand Salesmen on the Road 


JACKSONVILLE, ILL.—Following their 
semi-annual sales conference in the fac- 
tory recently, the salesmen of the 
Weyand Shoe Company left for their 
respective territories with their new 
Spring line of samples. Following are 
the names of the salesmen and their 
territories: 

Jack Cohn, Oklahoma, Kansas, Mis- 
souri, Iowa and Nebraska; Nat Coop- 
erman, New York, Pennsylvania, the 
New England states, Baltimore and 
Washington; I. Cooper, Tennessee, 
Mississippi, Louisiana, Alabama, North 
and South Carolina and Florida; Dick 
Donegan, California, Oregon and Wash- 
ington; G. V. Middleton, northern IIli- 
nois, Wisconsin, Minnesota and North 
and South Dakota; Bob Palan, besides 
styling the line, is also covering Texas. 
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MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








For Spats and 
Shoe Ornaments 


Also our newest patent 
zipper spat. 


NOLIS 
ao} S Cor \pany, 
4246 N. Crawfera Ave. 

b ov now al + Side Line 
Salesme ‘anted. 














Shoe Workers Protest 
Proposed Shoe Treaty 


ROCHESTER, N. H.—Shoe workers in 
six factories in Rochester, Farmington 
and Somersworth, numbering 3,920, 
with an annual payroll of $3,400,000 
paid for a two-page advertisement in 
the Rochester Courier, with a headline 
across the two pages, reading “Repel 
This Invader,” and urging residents to 
write or wire their congressmen pro- 
testing against the proposed reciprocal 
treaty with Czechoslovakia, which 
would lower the tariff on shoes and, it 
is claimed, put factories in this section 
out of business. 

One Rochester manufacturer, whose 
plant has operated steadily 50 weeks a 
year for the past eight years, depres- 
sion and all, declared he had no orders 
beyond the week. 

“For the first time,” he said, “it looks 
as though I would have to lay off the 
biggest part of my help for an indefi- 
nite period. I have no orders, and with- 
out orders, we cannot operate. I can 
see nothing beyond the end of next 
week.” 

The shoe workers’ advertisement, 
copies of which are to be sent to Sec- 
retary Hull, stated ratification of the 
treaty, with a lower tariff on shoes, 
meant approximately 4,000 persons in 
this section must seek relief. American 
business, Federal, state and local tax 
offices stand to lose $9,000,000 annually, 
and relief rolls and tax rates in Straf- 
ford County towns will go up. 





Feltman & Curme Open 
New Store 


GRAND Rapips, MicH.—The Grand 
Rapids store of the Feltman & Curme 
Company opened here October 2, in a 
building completely remodeled, redeco- 
rated, and equipped with new fixtures 
and furnishings. The front of the 
building is finished in black glass, with 
a large neon sign faced on old rose 
structural glass. Display windows, ex- 
tending back into the store 15 feet, are 
recessed in two places. In the interior 
of the store, a long line of comfortable, 
tubular chairs has been placed on 
either side of the store, which can ac- 
commodate about 40 people at a time. 

Lon Rasmussen, formerly of Pueblo, 
Colo., is the local manager. On the 
opening day, free lamps were presented 
to customers making a purchase. 
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‘aa Py per dozen $1.65 per Ye dozen. 


M. D. POLLINGER CO. 
Holland Bidg., St. Louis, Mo. 

















Canadian Footwear 


Production Up 


OtTrawa, CAN.—Statistics of the pro- 
duction of leather footwear in Canada 
in August, 1937, are based on returns 
from 220 factories out of a total of 
223 factories in operation during the 
month. The reporting factories aré 
located by provinces as follows: Nova 
Scotia, 2; New Brunswick, 3; Quebec, 
139; Ontario, 65; Manitoba, 4; Al- 
berta, 1; and British Columbia, 6 

The output of leather footwear in 
August totaled 2,321,489 pairs, an in- 
crease over the preceding month of 
265,956 pairs, or 13 per cent, and an 
increase over August, 1936, of 318,594 
pairs, or 16 per cent. In the classifica- 
tion of boots and shoes with leather or 
fabric uppers, all items share in the 
increase over August, 1936, as do also 
the items of the miscellaneous class, 
(bb), (c) and (d). The only item 
showing a decrease is (b), which com- 
prises shoepacks, larrigans and mocca- 
sins (oil tan). 

During the period January 1 to 
August 31, 1937, the output totaled 
16,860,233 pairs, compared with a total 
of 14,711,557 pairs in the corresponding 
period of 1936. 

The imports of leather footwear 
during the month of August amounted 
to 57,685 pairs, valued at $119,457, 
compared with 51,745 pairs, valued at 
$103,740 in August, 1936. The total 
for August of this year comprises 
boots, shoes and slippers with leather 
uppers, 47,570 pairs, value $113,801; 
boots and shoes, pegged or wire fast- 
ened, with vunstitched soles, close 
edged, 751 pairs, value $1,302, and 
boots and shoes with felt uppers, 9,364 
pairs, value $4,354. 

The number of pairs of Canadian- 
made leather footwear exported in Au- 
gust was 56,041, valued at $125,263, 
compared with 25,952 pairs, valued at 
$53,361 in August, 1936. The principal 
countries of destination were New Zea- 
land, Jamaica, and the United King- 
dom. For the five months ended August 
31, the exports totaled 150,096 pairs, 
valued at $340,108. 
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Millerites to Hold Annual 


Dinner 

New York—The Millerites, which is 
the mutual benefit organization of I. 
Miller & Sons, Inc., will hold its 20th 
Annual Dinner Party at the Hotel Com- 
modore on Saturday evening, No- 
vember 13. 

The coming party of this organiza- 
tion gives promise of being one of the 
outstanding social events of the year 
in the shoe industry with the largest 
attendance that has ever been as- 
sembled for an affair of this kind. With 
I. Miller business associates from the 
West Coast as well as from all parts 
of the country to be present, attend- 
ance is expected to be nearly 1200 per- 
sons. 

Messrs. George Miller, Maurice Mil- 
ler, Michael A. Miller and Irving Miller 
will formally receive Police Commis- 
sioner Lewis J. Valentine, Borough 
President James J. Lyons and Mayor 
Hague of Jersey City. A gala enter- 
tainment will be staged by outstanding 
stars of radio, screen and stage. 


American Weekly Expands 


New York—Broadening its contact 
with the American public, The Amer- 
ican Weekly achieves a circulation of 
7,000,000—the greatest circulation in 
the world. To achieve this record cir- 
culation, The American Weekly, for the 
first time, will be distributed by other 
than Hearst Sunday newspapers—in 
addition to its present 6,000,000 circula- 
tion through Hearst publications. 

Effective January 2, 1938, The Amer- 
ican Weekly Magazine will be dis- 
tributed through the Buffalo Courier- 
Express, Cleveland Plain Dealer, Hous- 
ton Post, Minneapolis Journal, Nash- 
ville Tennessean and Wichita Beacon. 

From 522,055 lines in 1927 advertis- 
ing increased to 784,736 in 1928, added 
134,346 lines to this figure the following 
year and in 1930, as the depression set 
in, reached 923,822 lines. Gains also 
were continued in 1931 with lineage of 
978,380 and after slight recessions in 
1932 and 1933, increases were back in 
order again for 1934 and 1935 with 
1,041,068 lines reached in 1936. 

Many offers for the rights to dis- 
tribute The American Weekly through 
newspapers other than Mr. Hearst’s 
have been received and refused in the 
past ten years. It was felt previously 
that the time was not ripe for such a 
venture. However, the management has 
decided that today the trend to The 
American Weekly is sufficiently definite 
to extend its operations and make avail- 
able a still greater national market for 
its growing list of important magazine 
advertisers. 

New rates in connection with the ex- 
pansion will be: back page, $22,500; in- 
side color page, $20,000; black and 
white page, $19,500 and black and white 
agate line, $10.50. 
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FLEX-EZE SHOES — 
them for foot health 





Mothers 
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Compo builds in healthy flexibility 
with Sbicca Single Sole construction 


Of course mothers insist on rugged shoes for their active youngsters. But they guard their children’s foot-health 


at the same time. They insist on sturdy but flexible shoes . . 


. like Flex-Eze—Single-Sole Shoes—sturdy, light 


and flexible. They are perfect for foot-health and can never over-exert or strain delicate young muscles. 


Compo Single-Sole Shoes, Sbicca Method, have brought a new era in the children’s shoe field because Compo 


Shoes for children—like Compo Shoes for men and women—have what it takes to sell. 


FLEXIBLE, BEAUTIFUL SHOES FOR GROWING FEET BY THE SIMPLEX SHOE MFG. CO., MILWAUKEE, WIS. 


Style 4152-C — Child’s White 
Calf T-Strap. Oak sole, spring 
heel, last 25, Sbicca, sizes 84 to 
12, A-B-C-D widths. 


Style 4400-M — Misses Patent 
Leather Monk Strap. Oak sole, 
8/8 leather heel, last 253, Sbicca, 
sizes 124 to 3, AA-A-B-C 
widths. 


Compo Makes the Machinery (OM 


TRADE MARK 


Style 4550-M—Open-toe One 
Strap—Inside white calf, white 
calf quarter, vamp outside 421 
brown calf. No. 421 brown 
calf side strap, oak sole, 8/8 
Cuban 421 brown calf covered 
heel, 253 last, Sbicca. 


Style 4399-C — Child’s Patent 
Leather T-Strap. Oak sole, 
spring heel, last 25, Sbicca, sizes 
84 to 12, A-B-C-D widths. 


MP() that Makes the Better Shoes 
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ENDICOTT 


1618 1683 


Endicott Johnson will have none of fashion’s “whimsies”. We pass over the 
many fads and fancies that bloom and die each season, to make shoes that sell 
12 months a year ... types that are wanted year in and year out ... shoes that 
will make money for you just as surely as they have for 30,000 other Endicott 
Johnson dealers in every village and hamlet in America! 


1696—Girls’ Patent Tap Dancing Tie, Toe 1619—Same in Misses’ with 8/8 Heel. Sizes 

Plate and Heel Plug, 10/8 Leather Heel, TERESI E Ves cd vdoveevtcnessooewbs dba ee $1.35 

mee ener ee. meres ae 1620—Girls’ Gun Metal Oxford. Sizes 34/9. 1.60 
1697—Same in Misses’ with 8/8 Heel. Sizes c ine aaey 

GRGEIS oc ccacccuncconecesccocersetves'e 1.35 1621—Same in Misses’, Sizes 12%4/3........ 1.35 
16971%4—Same in Child’s with 5/8 Heel. Sizes 1683—Girls’ Gun Metal Snap-on Kiltie To e 

PE. ib i 56s devine sanctedsunveudoe 1,25 Oxford, Grey be Cord Pn ed 
1493—Girls’ Gun Metal Oxford, Ankle Strap, amp an t ongue 

Cord Stitched Vamp, ‘Rubber Sole, Stitched, 11/8 Rubber Tap Heel. Sizes 

10/8 Better Tie Het, McKay Con- tars GEIS oo civic eisnccwerccpskecsic cence shees 1.60 

struction. O8. Ba Pinsavacssxecs i 

1684—S. in Misses’ with 8/8 Heel. Si 

1494—Same in Brown Side. Sizes 214/9.... 1.37% 1294/3 Uk eh swese . cs . Den goat — 1.35 
1694—Girls’ Brown Side Oxford, Perforated : sy 490 wot : 

Vamp and Quarter, Blonde, Stitched, ie 5. in Child’s with 5/8 Heel. Sizes oe 

Brass Oblong E elets, Goodyear AlAG ceceseersesesereeesesesesesese . 

ae oe 1685—Girls’ Brown Side, Blonde Stitched, 11/8 

(‘Th EEE Eee ee . Rubber Tap Heel. Sizes 3% /9 Pape 1.60 

1693—Same in Gun Metal, Gr Stitched, x o FiSa 

Nickel Oblong Eyelets. Sizes 2%4/9... 1.60 1 Misses’ with 8/8 Heel. Sizes a 
Sil a aR y Pi sale os thd : Seb ndad bees haces anvds ee peaens F 

ness Stitch, Goodyear Stitched, 11/8 168644—Same in Child’s with 5/8 Heel. Sizes 

Leather Heel. Sizes 334/9........0.. 1.60 RUE ais Biaiab sce keine Oe oa Ht bbs Cae beh 1.25 


JOHNSON 





a ad 


= red 











BOOT AND SHOE RECORDER, November 20, 1937 











BOOT AND SHOE RECORDER, November 20, 


1937 


The modern young girl of school age wears OXFORDS for school, for play, 
for sports and walking. With the exception of three short Summer months 
(when she changes off to whites) she’ll wear dark oxfords throughout the 
year. Place your order for OXFORDS now, for fast delivery from our stock. 


They'll bring you immediate business. . 


1773—Girls’ Gun Metal Snap-on Kiltie Tongue 
Oxford, Perforated Vamp and Quarter, 
Grey Stitched, Nickel Eyelets, Rubber 
Sole, McKay Construction, 10/8 Rubber 
Tap Heel. Sizes 33%4/9 ............. 


1774—Same in Misses’ with 8/8 Heel. Sizes 
PEPE cc ccvcccetdancuecdatetennbanas 


1775—Girls’ Brown Side, Blonde Stitched, 
Brass Eyelets, 10/8 Rubber Tap Heel. 
Sizes 3314/9 


ee ee 


1745—Girls’ Gun Metal Blucher Oxford, Patent 
Vamp and Quarter Trim, Rubber Sole, 
McKay Construction, 10/8 Rubber Tap 
Heel. Sizes 2%4/9 

1748—Same in Brown Side, Brown Patent 
Trim. Sizes 2%4/9 

1689—Girls’ Gun Metal Oxford, Square Nickel 
Eyelets, Grey Stitched, 11/8 Rubber Tap 
Heel, Goodyear Stitched. Sizes 314/9.. 


eee ee ee ee 





ENDICOTT, N. Y¥. e 


1.30 


1.40 


1.40 


ST. LOUIS, MO. e 





. and sell right through into Spring! 


1690%4—Same in Child’s 5/8 Heel. Sizes 
MEET Ge aKeRe coos. cade waeeacedense .25 
1691—Girls’ Brown Side, 11/8 Rubber Tap 
Heel. Sizes 334/9.......seeeeeeeeeee 1.60 
1692—Same in Misses’, 8/8 Heel. Sizes 
pS pes ee ee ere 
1692%4—Same in Child’s, 5/8 Heel. Sizes 
WME os ache ce eeksddcccccedevennse 
1448—Girls’ Gun Metal Oxford, Patent Vamp 
Stripping, Grey Stitch, Oak Sole, 10/8 
Rubber Tap Heel, McKay Construction. 
SE BU le ed cnc vicederacscsccdes 1.42% 
1449—Same in Misses’ 8/8 Heel. Sizes 
WR AAE cs dae ctegctin des cehecesi ccences 
1777—Girls’ Gun Metal Oxford, Perforated 
Vamp and Quarter, Grey Stitched, 
Square Nickel Eyelets, Rubber Sole, 
McKay Construction, 10/8 Rubber Tap 
Heel. Sizes 2134/9 ......cceccccese 1.37% 
1778—Same in Brown Side, Rrass Eyelets, 
Blonde Stitched. Sizes 2%4/9....... 


1.37% 


THERES AN 


Page 5 
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NEW YORK CITY 
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_ PATENT 
z C LEATHER 


THE BRIGHTEST OF ALL WHITES 





When you want a white that will stand out like a diamond in a handful ot 
pebbles, use Colonial Sno-White. Here is a leather that is something more 
than just pure white. Colonial Sno-White has a flawless smoothness and a 
dazzling brilliancy of surface that nothing else equals. And back of it, as 
your assurance of satisfaction, are years of pioneering and specializing 
which have won Colonial undisputed first place in the world’s output of 
white patent leather. e You’ll be in the best of company if you make your 
best white shoes with Colonial Sno-White Patent. Send for a swatch book 
that will show you Colonial’s more than thirty colors. Address: Dept. R. 


COLONIAL TANNING COMPANY, 207 SOUTH STREET, BOSTON, MASS. 
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Goodrich 


RUBBER FOOTWEAR 


Increases Dealer Sales and Profits 
Provides Features People Want 





The Snap Showerboot 


Distinctive Surface Design... Smarter 
appearance and different in style and 
design . . . Can be sold profitably to SOigK 
your more discriminating trade. 


B. F. GOODRICH COMPANY, Footwear Division, WATERTOWN, MASS. 


Branches at: Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; Chicago, Ill.; Cincinnati, O.; Cleveland, O.; Dallas, Tex.; Denver, Col.; 
Detroit, Mich.; Kansas City, Mo.; Los Angeles, Calif.; Minneapolis, Minn.; New Orleans, La.; New York, N. Y.; Philadelphia, 
Pa.; Pittsburgh, Pa.; Providence, R. I.; St. Louis, Mo.; Salt Lake City, Utah; San Francisco, Calif.; Seattle, Wash.; Syracuse, N. Y. 
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NOW AAG TYPED 




















i Sulkis says . . . in our single-sole \ 

(| arch-type shoes there is no change : tS ( 

: in structural features of the back-part, ——a 

ti but there is a distinct improvement in the forepart. ren ; Na 2d, 
Wearers instantly sense the greater flexibility, the Co a NS 


i 
i 
| 
| ; neater, trimmer lines. We feel that Evans Kid is the logical 
leather for this, or any shoe where true beauty combines with —_ 
comfort . . . Sulkis Shoe Company, Marlboro, Massachusetts. 
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DAE HUGH FHSHT ON 





s, 
or 
Pa 


e? a ucciel 
x, SINGLE SOLE 


A 
oso? | Prick ‘Cape 


ees 


Made 3 


SULKIS 


for the 


T’S the newest forward step BERLAND STORES 
in shoemaking — the Single-Sole process applied to arch-type 
shoes of lighter weight with medium and higher heels. Sulkis Shoe 
Company uses this technique in a group of highly successful shoes 
now being sold in the Berland Stores. The natural choice for 
shoes of this type is Evans Kid—so soft, pliable and enduring. It 
is a quality tannage, of course, yet a leather which is workable and 
suited to shoes of moderate price as well as those of the highest 
grade. Evans Kid adds a note of daintiness and charm to any shoe 


in which it is used. John R. Evans and Company, Camden, N. J. 


Cornstathenthus 


THE KID with A DEFINITE SALES INFLUENCE 





ea a 
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ee 
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MOTHER icows 





Mother knows the importance of FLEXIBILITY in her 
own shoes. Foot health and foot comfort depend up- 


on it and she is right in demanding it for her children. 


Selection of proper materials is essential and the 
method of construction must be right. LITTLEWAY 
and UCO LOCKSTITCH shoes provide two sure 
and practical ways of securing the flexibility and | 


comfort required by young and active feet. 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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WITH BALL-BAND 





AUTHENTIC 
STYLES THAT WOMEN LIKE 


Women like the trim, stylish lines of Ball-Band 
Gaiters, Conservative, yet thoroughly modern 
they are the sort of gaiters that give both con- 
sumers and dealers the most satisfaction. Then, 
too, since they are built by Ball-Band they 
have the superiority in fit. materials, and work- 
manship for which all Ball-Band Footwear is 
famous. The prices of Ball-Band gaiters are sur- 
prisingly modest for such desirable merchan- 
dise. They'll build good will and profits for you. 








7 


EASY COMFORT 
THAT MEN DEMAND 


Men are fast learning how convenient and 
good looking are the new Ball-Band Gaiters. 
Easy on and off — easy on the eye — comfort- 
able and light— they sell readily. There’s a 
profitable business in men’s gaiters waiting for 
you. Show them in your window — suggest 
them on your floor. Men have known for years 
that Ball-Band footwear is better footwear. 
Many millions of advertisements this winter are 
helping to increase the demand. Build profits 
and good will with Ball-Band. 


BAND 


MISHAWAKA RUBBER & WOOLEN MFG. CO., MISHAWAKA, INDIANA 
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SHOE MANUFACTURERS eel 


soles ALTSCHUL, Ine., 
Fred H. Wen 
Growing ge. misses’ and children’s shoes, 


$3.00 to $7.50 G. , te gy Ee & s. Ine., 
. . - th 
E.R yr § SHOE CO Terry cloth Bath a rules, $1.25 to $2.50 


Women's shoes “Sbicea’” Ye ‘Compo Welt’’ con- 






























































MELROSE SLIPPER £0... 
struction. $5.00 and $6.00 IN Samuel A. Wax and Simon Wax, 
BRADLEY-GOOQDRICH CO., Ine.. XQ Slippers and sandals, $1.00 to $200 
| oward J. Engauist, 
! Men’s Turn Sole Slippers, $8.50 to $10.00 NIG THE BIL Se SHOE Co. 
sRowN vM SHOE 00. NIL, \S Women’s Health Building Shoes, $7.50 to $10.00 
Complete — line plus atienaly ——— y S ~N ah ae” 
women’s “ iteps’*, men’s rsteps,”’ ‘Buster 
| Brown” shoes for children, Boy and Girl Scout , IN I- N S Sheepwoo! Footwear, Sé¢ to $4.50 
‘ NATURAL BRIDGE SHOEMAKERS 
SN . N J. ; 
CENTRAL SHOE CO.. ; Ss SIE ISIN Natural’ Bridge. W hoes, $5,00 to $6.00 
H John Thorsen, I. J. Ginsberg, M. Weiss. ~~ s asure bens omen’ 9 Shoes, $5.00 to 
j Complete general, line _ ee | Wg J oN ~S s a Nk ei Children’s Shoes. $3.00 to $4.00. 
' men’s and women’ ¥ oe 
H shoes for children, Boy and Girl Scout Shoes. SS a a Py ‘oy N Charles. Giles “4 
COMMONWEALTH SHOE AND LEATHER CO.. f ( ® IS N = : a Slippers and Hin Dancing shoes, $2.25 up. 
im an: y y ALITY SHOE Co., 
“Bostonian,” “Footsaver,”” and “Mansfield” shoes 1 SS 3 NiRIN Se erillan HE. Chapess 
THE COPELAND Ano evenn es. ( 4/7 & N SH N Women’s high ‘aie. ‘shoes, $6.50 to $10.00 
SS > ai REECE WOODEN SOLE SHOE CO., 
Men's. and Women's “Copeg’’ arch shoes, $9.50 | [ > bs Sk Howard J. Engqu 
to $11.00. Y SN S iN R Wooden Sole Selmer $1.00 to $7.00 
CRADDOCK TERRY CO., WA 4, SS] AS ~ E. P. REED & CO., 
| Dave A. Marks, Ail WS]. y Edward Streeter, 
: Men’s, women’ * and children’s shoes, general line Sy 4 i Women’ 8 quality, footwear. “Collegebred,”’ 
DOROTHY DODD SHOE Co., i = SISA Sk SOeTey Sie eeer ee 
Waa, High arnde shoes, $6.50 to $10.00. ~ x R} . MORES eee 
i Six ,* mr 1.00 2.00, Beach 
" EMPIRE SPECIALTY FOOTWEAR CO., V/\¢ a Ss SN Sk guiriey emple te F200" General’ ine of House 
. . sy 
eR. Sn eel y Nin ~ | RS Slippers, leather and soft soles, $1.00 and up. 
4 cuts. Ladies’ and children’s shoes. ‘‘Standon’’ S| ~ \ PS] A R. i SAWYER, denen! 
tennis shoes. Rubber footwear S ~ SN Sik oward J. Engqu 0 % $12.00 
t EPHRATA SHOE CO.. > is N > ou and Honing "betnees, $2.50 to 
pons : = i SOL-EASE FOOTWEAR CO., 
Children’s and ) iow’ quality welt shoes, in 7 STN imon Wax, 
stock, $2.00 to $4.00 | SS Qty Slippers, $2.50 to $3.50 
FRANZEN SHOE & euipren co., SS = Y y a SWAN SHOE CO., oe *$ 
Samuel A. Wax, ad | S Howard J. Engqu 
Slippers, $1.00 te $1.50 1 . S & Padded and Ban Paty slippers, $1.65 to $6.00 
HUNTINGTON SHOE CORP.. “ = Si zts TUPPER SLIPPER co., 
+ oe . 4 mon x 
Men's Shoes, $4.00 to $5.00 a be | ~ Slippers and sandale, $1.95 to $4.95 
INTERNATIONAL SHOE Co., | — mals UNIVERSAL SHOE MFG. CO., 
Julian H. Chapman | i é SI] =i~/|! t Dave A, Marks, 
Women’s high grade shoes, $6.50 to $10.00 1 a _ ~ | Women's Gompes.. $3. 005 the “1 Uco 
=~ $ Growing 
KIRKENDALL BOOT Co.. Sa} J! 4 " YF Girls” Welts, “$8.00, and. $4.00; ‘Ben's Welts, 
Ladies’, Men's, Boys’ and Girls’ Riding Boots, } sR || _inmartesn genet 
$6.00 to | T | = Sk WISCONSIN SHOE COMPANY, 
= owa' e equist, 
KNIGHTS-ALLEN .oe., Ine., a | Se F Complete Line Athletic Footwear, $3.00 to $12.00 
Men’s Turn sole slippers, $3.00 to $4.00 f i il a | nae SKIL 
KNIGHT oLirese MFG. CORP., WW 
4 ea end 3. L Bnoquiet. | = ‘ 2 RETAIL SHOES 
: ee ee eee ! ——S=LJ ANDREW LEE CUSTOM SHOE Co. 
i “ ‘ ’ KLING’S THEATRICAL SHOE CO. 
tid | NURSE SHOE CO. 
hig : O'CONNOR & GOLDBERG 
j DR. REED CUSHION SHOE CO. 
Hi OTHERS 
; ARNOLD BROS. & CO. (lasts) 
pm 4 BEE HIVE SHOE REPAIRING CO. 
A BOOT & SHOE RECORDER 
SOWSSArT co., 
Robert H. Goldberg, 
“ Bows and ornaments, 50¢ to $1.00 
f ‘4 CAMERON & CO. (shoe store seating) 


i 5 S H. 4 ee | MFG. co., 
d Leather “Ankle Supporters, $1.00 to 


DUNDE SHOE RESHAPING DEVICES, Iac, 
4 vestmar & CURME SHOE STORES CO. 
(general offices) 


STEPSOFT PRODUCTS CC., 
Howard J. 
i Insol-s, Heel , ete., 10¢ to 25¢ 
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7-0\'0 29.0 0O7-V\ in) 0 LO) 2mm OL OME ONO 
AVON SHOE CoO., INC. 
CARDONE & BAKER, INC. 
CARLISLE SHOE COMPANY 
O10) 54\\) 39 Fp Far) s (0) 3 OL ORD Oe 
DELMAN, INC. 
ANDREW GELLER SHOE MFG. CO., INC 
DANIEL GREEN COMPANY 
GROSSMAN'S SHOES, INC 
LAIRD. SCHOBER & COMPANY 
LA VALLE, INC 
C. & A. LO PRESTI, INC 
MEYER BROS. SHOE CoO., INC 
I. MILLER & SONS, INC 
NEWTON ELKIN SHOE CO 
PALTER DE LISO, INC 
PINCUS & TOBIAS, INC 
PREMIER SHOE CoO., INC 
SCHWARTZ & BENJAMIN, INC 
SEYMOUR TROY, INC 
THE STETSON SHOE COMPANY, INC 
M. N. ARNOLD SHOE COMPANY 

| STONE SHOE CoO., INC 
TUPPER, INC 
UNITY-GROSSMAN, INC 
MARTIN WEINSTEIN SHOE CO 
WINKELMAN SHOE MFG. CO., INC 
GARSIDE & ZUCKERMAN, INC 



































iii Lites 
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Shoe Fashion Guild of America comprises America’s 

foremost manufacturers of women’s fine style footwear. 

When the membets of such an organization (listed 
above) unite in selecting SHUGOR, there can be no question of 
its superior value to the shoe industry. Members of the Guild, and 
scores of other manufacturers who use SHUGOR exclusively, we 
thank you. We appreciate this endorsement and pledge ourselves 
to continue to produce (as we have for more than 70 years) the 
finest shoe goring it is possible to manufacture. You can rely on 
SHUGOR. 


THOMAS TAYLOR & 


HUDSON INCORPORATED 
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Esquire «Collier's 
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Esquire Collier's 
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STABILIZER 


Balanced Control 


For Low Arches 
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For High Arches 
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